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“SY OUTH is not a time of life 

. it is a state of mind. It is not 
a matter of ripe cheeks, red lips 
and supple knees; it is a temper 
of the will, a quality of the imagina- 
tion, a vigor of the emotions; it is 
a freshness of the deep springs of 
life. 

“Youth means a temperamental 
predominance of courage over 
timidity, of the appetite for ad- 
venture over love of ease. This 
often exists in a man of fifty more 
than a boy of twenty. 

“Nobody grows old merely liv- 
ing a number of years; people 
grow old only by deserting their 
ideals. Years wrinkle the skin, but 


to give up enthusiasm wrinkles the 


ry. 


soul. Worry, doubt, self-distrust, 
fear and despair . . . these are the 
long, long years that bow the head 
and turn the growing spirit back 
to dust. 

“Whether seventy or sixteen, 
there is in every being’s heart the 
love of wonder, the sweet amaze- 





ment of .the stars and _ star-like 
things and thoughts, the undaunted 
challenge of events, the unfailing 
child-like appetite for what next, 
and the joy and game of life. 


“You are as young as your faith, 
as old as your doubt; as young as 
your self-confidence, as old as your 
fear; as young as your hope, as 
eld as your despair. 

“In the central place of your 
heart there is a wireless station; 
so long as it receives messages of 
beauty, hope, cheer, courage, gran- 
deur and power from the earth, 
from men and from the Infinite, so 
long are you young. 

“When the wires are all down 
and all the central place of your 
heart is covered with the snows of 
pessimism and the ice of cynicism, 
then are you grown old indeed and 
may God have mercy on your 


soul .. .” (ANONYMOUS) 
* * * 


PPASQUALE COLELLA of Colel- 


la-Milano rates a one-third of a 


(11) 


page article in the Christian Science 
Monitor on the subject of wooden 
shoes. Three superb pictures and 
some human interest copy tell the 
story, in part, as follows: 
“Pasquale Colella sits in his dig- 
nified office, broadloom on _ the 
floor, a nice walnut desk with top 
neatly cleared in the best executive 
tradition, and starts to tell you 
about wooden shoes. A _ terrific 
hammering and banging in the 
room next door crashes into the 
conversation. You start from your 
chair in surprise, but Pasquale re- 
presses a shudder and waves his 
arm to reassure you. “The boys. 
They drop a rack of soles, wooden 
soles,’ he says with a patient smile. 


“Simultaneously, a full-page ad- 
vertisement of the Colella-Milano 
firm appeared in the Boot AND 
SHoe Recorper, offering two 
weeks’ delivery on three styles of 
wooden shoes. The orders piled in. 
Pasquale set aside a portion of his 
big factory for the wooden shoes. 











[12] 


The sound of the hammer rose 
above the whir of the sewing ma- 
chines. The boys and girls were 
singing. Pasquale sang with them. 
“Reports are that wooden shoes 
are selling good down in Florida. 
The girls like them for the beach. 
For one thing, they are fine for 
walking in the sand, for another, 
they insulate the feet from the hot 
sidewalks and pavements of Miami 
Beach. Pasquale Colella can now 
shout out ‘Largo al Factotum’ in 
his best Figaro manner when the 
boys and girls get going good.” 


* * * 


LOW stocks and prospects of 
strong buying by the public during 
the Spring months have induced a 
majority of the department stores 
to step up their Spring purchases 
from manufacturers over 1938—a 
survey conducted by the Merchan- 
dising Division of the National Re- 
tail Dry Goods Association indi- 
cated. 





T. L. Blanke, manager of the 
Merchandising Division, reported 
that Spring buying budgets of the 
stores studied tend to run higher 
than for the corresponding period 
of last year, even though stores are 
making careful efforts to keep their 
inventories from exceeding the 
amount of merchandise on hand 
during the Spring of 1938. 

Fully 62 per cent of the stores 
reporting in the survey announced 
that their market purchases this 
Spring will exceed those of a year 
ago. Purchases will equal those of 
last Spring in 9 per cent of the 
stores, and be lower in 29 per cent 
of the establishments. 

Detailed analysis of the replies 
concerning HOSIERY — Planned 
inventory equal to 1938—50 per 
cent; above, 25 per cent; below, 25 
per cent. Planned purchases above 
1938, 46 per cent; below, 39 per 
cent; equal to, 15 per cent. Greater 
purchases in higher price lines, 19 
per cent. WOMEN’S SHOES: 

















—Were Mars himself, great War 
Lord of all Creation, to step down 
upon this little sphere of ours for 
a casual “look-see,"” no doubt he 
would quote the old Latin phrase 
which translates into—''Whither 
acest thou?” 

—For although he may have thought 
himself a reqular raw-meat-eat- 
ing he-guy of a Warrior in past 
eras, he would be frank to admit 
that he was just a rank amateur 
in today's doings. 

—Wonder what he'd say when he 
learned that in 1933, when the 
world really talked of disarma- 
ment, it spent $4,000,000,000 on 
the instruments of war. and in 
1938 armament spending had 
mounted to $17,500,000.000. 

—I'll wager that when Mars re- 
turned to his own little planet he 
would scrap all his materials of 
wor and would start a peace 
movement that would be heard 
throughout the Universe. 


Planned inventory equal to 1938, 
44 per cent; above, 32 per cent: 
below, 24 per cent. Planned pur- 
chases above 1938, 55 per cent: 
below, 35 per cent; equal to, 10 
per cent. Greater purchases in 
higher price lines, 12 per cent. 





a * + 


FRANK KNAPTON, shoe buyer 
for L. Hart & Son, San Jose, Cali- 
fornia, says: 

“What’s in a name? Seventeen 
years’ experience as a buyer of 
shoes entitles a man to an expres- 
sion of opinion. When it comes to 
names of branded merchandise, 
there is no hesitancy. We are for 
them! 

“We know patrons buy the 
brands of shoes they know with 
more confidence than those with 
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which they are not familiar. At 
least 80 per cent of the business is 
done on stock shoes alone, nation- 
ally advertised brands that - pride 
themselves on service to the retail- 


” 


er. 


* * * 


Hi. M. SMITH of Pen Yan, New 
York, paid his subscription last 
week— (we believe it’s the for- 
tieth consecutive subscription )— 
and in going through his Boot anp 
SHoe Recorper file, he sends us 
a souvenir. It’s a receipted sub- 
scription bill of August 1, 1903, 
when the Boot anp SnHoe Re- 
CORDER building was at 11 Colum- 
bia Street, Boston, Mass. 

Just to show how banking by 
check was in those days, we note 
in the corner of the invoice, printed 
in red, the following: 

“We cannot accept personal checks out- 
side of Providence, R. I.; Albany, New 
York; Baltimore, Md.; Bayonne, N. J.; 
Hoboken, N. J.; Jersey City, N. J.; New- 
ark, N. J.; New York City, Philadelphia, 
Pa., and Troy, N. Y., unless 10 cents extra 
is added for cost of collection. It is bet- 
ter to remit by Draft on Boston or New 
York.” 





KKIVIE KAPLAN, | sales-minded 
Colonial Tanning Company execu- 
tive, has returned from a Central 
American trip with a handsome 
tan——but depressed by certain hab- 
its of the Guatemala Indians whom 
he visited in their native mountain 
lairs. “These Indians,” he reports, 
“with very few exceptions, go with- 
out shoes and stockings which is 
not conducive to good leather busi- 
ness.” But all is not lost, says Mr. 
Kaplan, because “by gradual edu- 
cation they will possibly become 
accustomed to shoes and, in time, 
be a help to the leather business.” 
Prosperity is just around the cor- 
ner. : 

SECRETARY OF COMMERCE 
HARRY L. HOPKINS has invited 
more than 100 representatives of 
business and industry, including 
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representatives of the retail shoe 
trade, to attend a series of confer- 
ences at the Commerce Department 
to assist in drawing up preliminary 
plans for conducting the 16th De- 
cennial Census of 1940. 

Among those invited to attend 
sessions on March 14 and 15, at 
which time the census of distribu- 
tion will be up for consideration, 
are the following: 

William Girdner, executive secre- 
tary, National Council of Shoe Re- 
tailers, New York City; Lee Lang- 
ston, secretary, National Shoe Re- 
tailers Association, New York City; 
Harold R. Young, and Louis Roths- 
child, both of the Retailers National 
Council, Washington; David R. 
Craig, president, American Retail 
Federation; H. I. Kleinhaus, Na- 
tional Retail Dry Goods Associa- 
tion, New York City; Arthur H. 
Hert, research director, National 
Retail Credit Association, St. Louis, 
Mo.; and Henry H. Heimann, ex- 
ecutive manager, National Associa- 
tion of Credit Men, New York City. 

Edward L. Drew, of the Tanners’ 
Council of America, New York 
City, is among the 27 participants 
who were invited to sessions at 
which the census of manufacturers 
will be under discussion. 

* oa - 


SENTIMENT in Washington for 
the small business enterprise, which 
reached its peak last year when hun- 
dreds of small business men came 
to Washington to air their prob- 
lems at the invitation of the White 
House and the Department of Com- 
merce, is being revived again with 
the Administration and in Congress. 
Administration efforts in this di- 
rection are largely reflected by the 
activities of the new Secretary of 
Commerce, Harry L. Hopkins, who 
has set out to sell business on the 
possibility of a new era of coopera- 
tion under Administration sponsor- 
ship, and by the Temporary Na- 
tional Economic Committee, whose 
ostensible purpose is to view the 
problem of monopolistic practices, 
including problems of distribution, 
and to make recommendations to 
Congress for remedial legislation. 
Efforts on Capitol Hill are mir- 
rored in a variety of bills which 
have been introduced since the 76th 


Congress reconvened. These range 
from Wright Patman’s anti-chain 
store bill to one sponsored by Rep- 
resentative Clarence J. Brown, 
Republican of Ohio, and a new- 
comer to Congress, which is de- 
signed to enable national banks to 
make capital loans to small business. 





In addition there are about 400 
other bills pending which have been” 
listed by the American Retail Fed- 
eration as affecting retailing directly 
or indirectly. During the month of 
January, 4870 bills and resolutions 
were introduced in both Houses of 


Congress. 
> - * 


LOUIS E. KIRSTEIN, vice-presi- 
dent of Wm. Filene’s Sons Com- 
pany, Boston, Mass., says: 

“In the old days, when shoes 
were made by hand in little shops 
adjacent to New England farm- 
houses, the operator worked at the 
bench only when the season or the 
weather made farming impossible. 
His shop, which was little more 
than a box with a stove in it, cost 
him practically nothing even though 


it served also as a salesroom. The 
proportion of the price of the 
shoes which might be charged to 
selling was negligible. The cus- 
tomer, who was his neighbor, came 
to the shop, placed an order for the 
shoes, and took away his own pur- 
chase, so that there was no question 
of being overstocked or of mark- 
downs, or return for credit. 

“How different is the present sit- 
uation, where, in order to make 
possible the existence of the modern 
shoe factory, a consumer demand, a 
market, and a complete system of 
distribution to all corners of the 
earth have had to be developed. 

“Moreover, at the retail end, each 
pair of shoes must be individually 
fitted by the contact of one sales- 
man with one customer at a time. 
No improvement in production 
methods will eliminate this selling 
requirement. Automatic vending 
machines and self-service are equal- 
ly impracticable in this customer- 
merchant relationship, where the 
cost of selling has become a major 
part of the total cost of the article. 
As working hours universally de- 
crease, the factory is able by better 
machines and better assembly meth- 
ods to produce the shoes even more 
cheaply, but the retailer finds it im- 
possible even to maintain, much 
less to decrease, the unit cost of 
selling.” 


"| bought these shoes a half size too short. By Golly! That's the last time 


I'm gonna let myself wait on me!” 
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On the left side is the department devoted to women $ 


Here the floor js covered with a thick carpet 
d beige tones- irty-nine chairs of walnut 
placed here, with each grouUP 

: in. 


footwear- 


different type *° ose 
end of the shop 
On the left is a 16-foot hosiery and ba 
circular igh display ©° 
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ther color is introduced at the far end of the 

store where coral carpet is wi and the furniture is 

of walnut, upholstered jn pea gree” This is semi- 

private fitting room where special customers may be 
served. 
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SHOE STORE FITS FASHIONS 
To CUSTOMER TYPES 


A tailored oxford in blue alligator 

calf is a smart choice for the busi- 

ness or professional man. Tail- 
ored Shag by Pedemode. 





Navy blue calf oxford, one 

in the group chosen for the 

Debutante customer. (Palter 
De Liso.) 


SINCE the establishment of The Guarantee Shoe 
Company in 1901, it has been the endeavor of this store to bring 
to its patrons the finest in style-right high quality footwear, and 
because of this policy it devotes a great deal of time and effort to 
fashion research. It is necessary to buy well in advance, and there- 
fore the first essential is to determine as accurately as possible the 
advance style trends in colors, patterns, and materials, as well as the 
correct proportions. How the Guarantee organization does this 
forms a story of fascinating interest, which Boot anp SHoe Re- 
CORDER is able to disclose to its readers through the friendly co- 


For the Sophisticated W oman’s ward- The young junior miss is in the 
robe the Guarantee Shoe Company market for an opened-up pump 


buys a black patent sandal. (Pincus of green alligator calf like this. 
& Tobias.) (De Liso Debs.) 
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**“Let the Customer Be the Boss*’ has been the Slogan of 


Guarantee Shoe Company of San Antonio for Many Years 


operation of the management and members of the staff. 

First of all, fashion forecasts are diligently studied. 
Leading fashion magazines, trade papers and news- 
papers dealing with all phases of fashions and style 
trends receive minute consideration. Every useful 
means of forming a workable knowledge of future styles 
and of gaining first-hand information is used for a 
clearer insight in buying. 

So thoroughly is this background of coming fashion 
trends studied and compiled that it is practically a 
world-wide survey of invaluable information derived 
from all fashion centers, everywhere. 


PREDICTIONS of famous designers of clothes and 
accessories are born in mind. Novel and new ideas are 
closely followed up. All possibilities are carefully 
weighed, accepted or eliminated according to the suit- 
ability of style for this particular locale and individual 
store. 

Although all this detailed study requires a good 
amount of work and infinite patience, the results are 
gratifying, because the store has built up a concrete 
foundation of facts which excludes all haphazard guess- 
work in fashion selection. 

After the field of fashion has been covered far and 
wide, a survey is made of the Guarantee Shoe Com- 
pany’s own locality. This includes the needs of the 
store’s present and prospective patrons. These patrons 
consist of the women in the smart social set; the women 
in professional life and that most important buying 
group, the well-paid business girl. 

These patrons are divided into groups, with the 
characteristic of each group tabulated. 

First there is the sophisticated woman, divided into 
two groups, the younger and the older matron. Their 
wardrobes are practically unlimited. High-style, top 
grade footwear and accessories will need to be stocked 
to complement each possible costume to be selected by 
this group. 

Next, the conservative matron. She has a limited col- 
lection of smart-looking, comfortable shoes, so her shoe 
selection must be such that it will cover several types 
of costumes. 

The debutante. As she is very popular, constantly 
on the go, her shoe wants are also unlimited. Tricky 
shoes, “in and out” types that are in sound good fashion 
taste have the call in this case. 

Business and professional women whose salaries are 
somewhat limited, yet must have good-looking, com- 
fortable shoes that are in excellent taste. 

Now, the junior miss or the sub-deb. 


Let’s quote the extent of the shoe fashion survey as 
it applies particularly to The Guarantee Store. 

“All salespeople give freely of their interpretations 
of their patron’s desires for a coming season. In addi- 
tion, considerable first hand solid fashion information 
comes from the ‘Society Editor of the Air’ who works 
exclusively over station KTSA for The Guarantee Shoe 
Co. The contacts on the outside of the store made by 
this ‘Society Lady’ with the socially prominent, club and 
business women, in gathering news for bi-weekly broad- 
casts, are of great help in clarifying the local fashion 
picture. With this useful service the store receives 
accurate inside information on style and fashion direct- 
ly from the patrons themselves.” 

In a measure these patrons set the fashion pace in 
their own vicinity. 

With all of the foregoing preparations, the store 
feels fully qualified to buy for the next season’s selling. 

On the regular market buying trips, collections of 
outstanding makers of fine shoes are reviewed. Several 
days are spent in going over the best styles in nearly 
all lines that are open for the consideration of the 
stores’ buyers. Finally a careful balanced selection is 
made; a selection that encompasses all that can be pos- 
sibly offered in style and fine quality footwear. 


THE versatility of color, patterns and lasts in each 
and every line for the coming season presents a daz- 


zling spectacle. The importance of color is emphati- 
cally stressed in the new shades. 

The following points show what is found to be of 
particular interest to the Guarantee’s buyers: 

There is marked preference for the soft, pliant 
leathers, especially kidskin and calfskins. Patent 
leathers rank high in color, as well as in smart black: 

In the clear, sparking fashion colors are the rich 
reds, deep-toned wine shades ranging from claret, 
burgundy, the Princess Feather red, to the ever lovely 
cyclamen; cosmetic violet into the blues, Paris Blue 
and Navy. 

New Earth is forecast as the outstanding color in 
shoes. This beautiful color is an unusual soft tone 
blending into a rosy cast and it can be worn with near- 
ly all the new colors. It is a specially lovely material 
with black, grey or navy. In pattern treatment the 
open season is truly at hand. There is a vast variety 
in open heels, open toes, open shanks, cutouts and 
interesting punch work treatments. 

Mesh makes a welcome entrance here in the South. 
Comfortably light weight and cool, it can be worn early 
and throughout the season. 
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HAVE COLOR 





THE silhouette, literally, is the outstanding feature of 
the new Paris collections. Not in many years have day 
skirts been so extended, widened to such swirls and 
swings. The few “swallows” that made last Summer’s 
peasant styles are meagre compared with this year’s 
development of the same theme. The continuous move- 
ment of skirts, coupled with their shortness—hems just 
covering knee-caps—gives footwear fashions a con- 
spicuous réle and a fine play. 

Some skirts show fullness bunched at the waist in the 
concierge or Grandes Halles (market) manner, but the 
newer fullness is circular. Coats circularly cut keep 
pace with the dresses, and like them swirl from tight 
waists to full ripples at the knee. 

The petticoat is part and parcel of this silhouette. 
While it is not being made longer than the dress this 
year, it is often visible through the skirt movement, 
audible because of taffeta, and on both counts draws 
attention to the hem line and toward the feet. Petti- 
coats take on added importance when matched with 
plain or plaid taffeta gloves, with eyelet embroidered 
collars and jabots. 

There are several other day silhouettes, and tight and 
full-skirted styles for evening. There is also a slightly 
longer day skirt movement. But the short, swirl-skirt 
peasant styles take the lead in interest and novelty. 


THE collections play up color, like fullness, with a 
lavish hand. Orange is extremely important, running 
from orange tweeds in coats and suits, to orange crépes 
for evening. The principal accessory color with orange 
is dark brown. Several suits show plaid jackets in 
brown and orange with plain orange-colored skirts. 
Dark green is also used with orange, in the dull ivy 
or cypress shade. Shoes in this color would also match 
Molyneux’s featured day shade, called “vert marine” 


or navy green. 


PARIS STYLES 
and SWIRL 


Yellow is flourishing everywhere, in every imaginable 
shade, including honey, honeysuckle, broom, mimosa, 
mustard, and greenish yellows like citron, sulphur and 
canary. Mustard is used as an accessory color with 
grey wool tailleurs, for hat, belt and gloves. 


ALL-WHITE costumes are seen. Schiaparelli shows 
them with all-white shoes. White and brown are frequent- 
ly combined, as in white jacket and brown skirt, the 
jacket brown-braided. Black and white combinations 

[TURN TO PAGE 32, PLEASE] 


Fall Swirling Skirts and a Wealth of 
Beastifui Fabrie Colors Give Movement 


by 
ALICE 


MAXWELL 
APPO 





KEY OF YT Y 


The vogue for prints is typitied in 
this Spring-like ensemble — colorful 
print dress under long wool coo. 
Prints are of several types and we 
have co-ordinated our “Major” shoe 
colors with them as follows: With the 
monotone print, a shoe color in sharp 
contrast. With the multi-color print, 
having one dominant color, a shoe of 
this dominant color. With the mixed 
multi-color print, a shoe blending 
with the overtone rather than with 
any single color. 











JJ 


Swing Into Prints 


ENSEMBLES IN THE MAJOR 
With Vibrant Shoe Colors 


COSTUME COLORS: 
NAVY and WHITE. 
Navy coat over monotone 


print with navy ground 
and white design. 


SHOES: TRUE RED — to 
contrast sharply with the 
costume colors. 


STOCKINGS: Light clear 
beige. 


HANDBAG: Red, matching 
shoes, or navy. 


GLOVES: White with red 
bag; red with navy bag. 


HAT: Novy with white. 


OTHER ACCESSORIES: 
White ond red and navy 
with a touch or two of 
lighter-than-navy blue. 


COSTUME COLORS: 
NAVY and WHITE. 


(See Major ) 
SHOES: Novy. 
STOCKINGS: Sun ton. 
HANDBAG: Novy. 
GLOVES: White. 


HAT: White with navy veil 
and lighter blue flowers. 


OTHER ACCESSORIES: 
Jewelry, boutonniére, etc. 
in several shades of blue, 
white and a touch of light 
yellow. 


COSTUME COLORS: 
GRAY, CITRON, RUST, 
GREEN and WHITE. 


Gray coat over print with 
gray ground and design 
in above colors, with rust 
as the dominant color. 


SHOES: RUST—to pick up 
the rust in the print. 

STOCKINGS: Beige with 
slight rust cast. 


HANDBAG: Rust matching 
shoes. 


GLOVES: Gray of coat. 


HAT: Gray of coat with 
print colors in the trim- 
ming. 

OTHER ACCESSORIES: 
The print colors with some 
variations on these tones, 
such as a slightly darker 
green, etc. 


COSTUME COLORS: 
BLACK and MIXED 
MULTI-COLORS 


In the pink, rose, hyacinth, 
blue, mauve and purple 
families. Black coot over 
print with black ground 
and design in above 
colors. 

SHOES: PURPLE—to match 
overtone of print colors. 
STOCKINGS: Beige with 

slight purple or rosy cost. 

HANDBAG: Purple match- 
ing shoes. 

GLOVES: One of the lighter 
purple or pinky purple 
tones in the print. 

HAT: Matching the gloves 
with trimming in shoe pur- 
ple and print tones. 

OTHER ACCESSORIES: 
Purple and print tones. 


ENSEMBLES IN THE MINOR 
With Muted Shee Colors 


COSTUME COLORS: 
GRAY,C/TRON, RUST, 
GREEN and WHITE. 


(See Major } 
SHOES: BLACK in variety 


of materials. 
STOCKINGS: Light sun tan. 
HANDBAG: Black. 
GLOVES: Citron. 
HAT: Citron. 


OTHER ACCESSORIES: 
The print Colors. 


COSTUME COLORS: 

BLACK and 

MULTI-COLORS. 
(See Major ) 


SHOES: BLACK in variety 
of materials. 


STOCKINGS: Slightly rosy 
beige. 
HANDBAG: Black. 


GLOVES: Purply pink color 
catching the overtone of 
the print. 

HAT: Matching the gloves. 

OTHER ACCESSORIES: 
The print Colors. 
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NEWSPAPER ADS 


And Articles For 


WHETHER you go it alone or unite with other local 
merchants to make Foot Health Week a co-operative 
event, the newspaper will play an important part in 
making it a success. In most cases, the advertising and 
the editorial departments will be glad to help you in 
every possible way. Remember that the function of the 
paper is to carry news and advertising, and that there 
are literally scores of groups looking for publicity in 
the news and editorial columns—then help the news- 
paper people to help you in building up legitimate 
news stories and items about feet and their care. 

A merchant in a small Kentucky town said: “If | 
give the editor a story with a lively news slant, write 
it in newspaper style, and hand it to him complete, it 
usually appears about the way I write it.” And adds, 
“While this front page publicity is good, its effective- 
ness will soon be destroyed if it is used too often.” 
In Washington, D. C., a committee of shoe retailers and 
chiropodists had a picture of Senator C—— being 
fitted at the Capital with a comfortable pair of shoes. 
The San Antonio Light used an editorial “Walk 
Properly,” beginning, “Men and women are no better 
than the feet they stand on,” and concluding: “You 
ask: ‘Why talk about FEET on the editorial page?’ 
Here’s why: It’s the editor’s business to make readers 


Foot Health Week 


THINK—and we know that nobody can think when 
aching feet send shooting pains up the spine to the 
brain.” 

If a group of shoe men and foot specialists should 
unite in requesting the school board that more attention 
be given the feet of students, it would be easy to make 
it a first-page news story shortly before Foot Health 
Week. 

“The inquiring photographer” can ask various 
people how important they consider correct shoes to 
their health and comfort and the accomplishment of 
their daily work. Perhaps you saw the pictures taken 
at the chiropodists’ convention at Columbus, Ohio, 
which appeared in Life magazine; why not have pic- 
tures showing a group of shoe men and chiropodists 
in your town examining feet and shoes? Use a brief 
article on foot care with the pictures and explanatory 
text. 


THERE are three plans for handling the advertising 
of stores taking part in the co-operative Foot Health 
Week promotion program—the newspaper section, the 
ad and editorial page, and the single ad announcement 
that includes all the store names. In most cases, the 
page layout, combining Foot Health editorials and in- 
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Use Your Newspaper for Publicity About Foot Health Week. Here 


Are Tried Suggestions for Getting the Cooperation of the Press—and 


Hints as to the Best Use of It, Both for News and Advertising 


by BR. E. ANDRUSS 


dividual ads for the stores will probably prove most 
practical. The cost can be prorated. For follow-ups, 
the same idea can be used in smaller space. 

For the individual store we suggest this typical Foot 
Health Week copy: 


Store Name joins (number) other good shoe stores 
of (town name) in the national celebration of 
Foot Health Week—April 10 to 15 


From coast to coast good shoe stores are directing special at- 
tention to the importance of foot care and the big part that 
correct shoes, properly fitted, play in preventing and correcting 
most foot troubles. 

Most Foot Troubles Can Be Prevented! 


Not only will the right shoes relieve, and frequently, cure en- 
tirely many minor but troublesome foot ailments; they will keep 
healthy feet well! And do it smartly, because most of the ‘ortho- 
pedic’ shoes of today are as smart as can be. 


You Are Invited To Have A FREE Examination! 


During Foot Health Week our experienced fitters will check 
your feet and shoes carefully and tell you if you need the ser- 
vices of a foot specialist, or if a change of shoes will give you 
the relief you seek. We alse invite those with healthy feet to 
stop in and learn how foot health can be guarded. We are great 
believers in preventive shoe fitting. 


Your Store Name 


This Spring, Walk With Swing! 

Step out full of vim, vigor and vitality this Spring! 
You can do it if you wear well-balanced, supporting 
shoes. Perhaps you read the statement in the Ladies’ 
Home Journal a short while ago saying that a wise 
gentleman had recently written he could no longer tell 
a woman’s age by her hands, her face or her figure— 
but her walk gave her away! 

L. H. J. replied that it needn’t—that any woman, 
young or old, can subtract years if she walks with swing, 
head high, chest high, hips scooped under, arms 
blithely swinging, steps even and light. But, they add, 
that’s impossible if your feet hurt. Time was when a 
well-balanced, supporting shoe was no thing of beauty, 
but today good shoes are cut in the mold of fashion, 
made of smart fabrics, handsomely trimmed in the new- 
est ways. They flatter your feet, preserve your youth 
and are beautiful to boot! 

This week good shoe stores the country over, includ- 
ing several right here in (town name), are featuring 
National Foot Health Week to bring this matter of 
foot care and correct shoes to everyone’s attention— 
not only those whose feet need the corrective help of 
proper shoes and fitting, but also you lucky folks who 


have perfect feet and want to keep them that way. Preven- 
tive fitting they call it—which simply means good-look- 
ing, properly designed shoes to build up virility and 
capacity for the strenuous life of young people today 

PRESERVATION and IMPROVEMENT—shoes that 
give you a good foundation for a healthy, graceful 
body, make you more proficient at your favorite sport, 
and flatter your feet with their smart styling. Be sure 
io try on these modern shoes during Foot Health Week. 


Youth Steps Out In Shoes That Fit 


Young ladies of today do not cramp their feet in 
foolish shoes. Their activities demand foot freedom 
and comfort. To be proficient they must wear shoes 
that will strengthen the bones and muscles of the feet. 
And those same shoes, correctly designed and properly 
fitted, are real beauty aids—the “crow’s feet” that come 
from pinched feet are avoided, while correct carriage, 
walk and graceful bearing result from body balance. 

They're not deliberately trying to keep themselves 
from becoming “foot cripples”—youth shies away from 
all thoughts of pain and illness, and we don’t blame 
them. But the girls know that the stag line has no 
great desire to meet “the girl with the aching feet,” 
and no fellow is going to bother with a girl who can’t 
go places and do things because her feet hurt. Both 
boys and girls know that they must have proper fitting 
shoes for sports and all outdoor activities. 

The biggest difficulty, we notice, is wearing shoes 
that are too short. Growing feet need room to grow. 
Now, at the start of Spring, we urge that every child’s 
feet and shoes be checked at a store that fits shoes 
carefully, understandingly. Such stores are to be recog- 
nized by the Foot Health Week displays in their win- 
dows and their ads in the paper. 

And remember, it takes eighteen years to grow a 
pair of feet, and one pair of feet must last a lifetime; 
so for the sake of your own health and happiness be 
good to your feet! 


Feet Need Special Care in Spring 
Medical men know that at the turn of the season, 
from Winter to Spring, the body must readjust itself 
to changes of temperature, habits and conditions. Re- 
member the days of old-fashioned sulphur and 
molasses ? 
[TURN TO PAGE 36, PLEASE] 
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AANSWER this question if you can—Is this a shoe 
business ? 

Is this a shoe business when it does everything it can 
to prevent making a profit? Foot coverings (in many 
cases they don’t deserve the name shoes) are so flimsy, 
frail and fragile that they can be manufactured and 
sold at prices so low that there is no margin for service, 
operating expenses, loss from left-overs, much less a 
few pennies per pair profit—if any. The shoe busi- 
ness is fast approaching the point of being sugar and 
spice in the gingerbread house. Shoes are made for 
the eye and not for the feet and the biggest market 
level is between 50c. and $1.98—and you certainly 
don’t need shoe men or shoe stores to sell the sizeless 
stuff. 

Remember, also, the public is getting smart! It is 
not going to pay big money for a sole and a heel and 
a few thongs on the upper, when it is obvious that 
women, short-skirted and monkey-hatted, walk the tight 
rope in a balancing act in footwear, open toed and open 
heeled. She wants money for cigarettes and hose and 
cocktails and in the nude Summer ahead she is going 
to see how close to nothing she can go. You may say 
that we are talking about a very small part of the 
American feminine public, but never forget that fashion 
rides with the speed of the radio and that the farmer’s 
daughter has indeed come to town—night club circuits 
and cafe society are everywhere. 

If this be progress, then we are in total accord with 
General Hugh S. Johnson when he asks the question: 
“Are we getting to be too smart?” He summed it up: 

“There is such a thing as being too damned 
smart. We may not have gotten that way yet but 
in almost any direction you look—industry, min- 
ing, transportation and now agriculture—we seem 
to be headed in that direction—producing more 
things with fewer people and not finding work for 
the rest to do.” 

The American public’s money ‘is not being spent for 
shoes and apparel because everything from automobiles 
to entertainment have first call on the pay envelope. We 
make more shoes with less people and more of every- 
thing with less human hands. We make 400,000,000 
foot coverings with 192,843 shoe factory workers whose 
average earnings of 5S0c. an hour and whose average 
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Open Toe—Strange Symbol of the Times 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


weekly earnings, $17.00 a week— indicate that the aver- 
age hours per week are 34.2. The making of leather 
rates a higher level because 46,430 leather workers aver- 
age 37.2 hours per week at a rate of 63.2c.—to earn an 
average weekly wage of $23.47. 

The leather industry is the bravest division in the 
shoe army. It has been almost destroyed by the fickle 
jade—Fashion—but we see a faint ray of light give 
hope to leather and shoes next Fall and Winter. 

Open toes, followed by open heels, followed by open 
uppers, make this the carnival Summer of all times. 
What will come after?—more leather, maybe. That’s 
the question. When the history of this queer period is 
written, the open toe might strangely be a symbol of 
the times. 

An open toe shoe is one built on a last two or three 
sizes too short so that the toe might peer through the 
opening. To get that effect, the toes are jammed tight 
up against the box toe so that the very apex, the big 
toe, might look out on the queer world. If the heel is 
also open, the strap must be tight and the shoe short— 
so that the balancing act may go on. Now we are either 
making feet in the Chinese bounden manner and women 
will mince along in a tortured manner or we are mak- 
ing business for future orthopedic shoes, doctors and 
chiropodists. The natural foot, hoped for at beaches 
and swimming pools, is in conflict with the fashion of 
short shoes produced by the open toe and heel. 

So we may look ahead to next Fall and Winter change 
from the open to the closed. At least that’s the one 
ray of hope for the leather man and for the shoe man 
who believes that shoes should be sizes and not free 
foot fancies. We all walked into this foolish fashion 
period with our eyes open. We may find it difficult to 
retreat to more orderly shoe business, but when we find 
out that this new non-size, short last, non-upper and 
non-sensical madness brought about by the desire to 
do something different is a form of millinery madness, 
without profit for the venture, we may return to shoes 
that fit the feet and fit the business of shoemaking and 
shoe selling. 
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Magazine Advertising—1939 


Tue April 1 issue of THe SarurRDAy 
Eveninc Post gives Buster Brown re- 
tailers the basis of a Buster Brown Week. 

The merchandising tie-in materials for 
this promotion are ready. 

This full-color, full-page advertisement 
is scheduled right when mothers are think - 
ing of dressing up the children for Easter; 
right before Spring vacation starts; right 
in the heart of a retailer’s big Juvenile 
Season. 

This ad will tell the biggest children’s 
shoe story of the season—in terms of a 
mother’s interest. It’s an “Event” pro- 
motion. 

If you would like to know more about 
how we're helping the retailer merchan- 
dise this advertising just drop a line to 
BROWN SHOE COMPANY, ST. LOUIS 


BUSTER BROWN MAGAZINE ADVERTISING IS LOCAL 
ADVERTISING TO THE RETAILER'S BEST CUSTOMERS 


It Takes Full Color to do this advertise- 
ment justice. A special oil painting (re- 
prints available) illustrates a universal 
sentiment. A merchandising ad with 
an idea. Find out about it 
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AUWUPS — these little 
4 BIG selling job for 


.-.- by “dressing up” your women’s 
shoes with extra sales appeal 


_ shoe manufacturing 
trade is “taking to” 
TAWPS* just as the shoe repair field 
did when TAWPS were first intro- 
duced by Goodyear—and for the 


same reasons. 


Manufacturers are starting to use 
TAWPS on their new shoes because 
women have shown an overwhelm- 
ing preference for these improved 
leather top-lifts that last at least 
twice as long as ordinary leather 


heel-lifts — without fraying out or 
running over at the edges. 

In addition to giving new shoes 
greater sales appeal, TAWPS help 
those shoes retain their look of 
newness. And their wedge of tough, 
resilient rubber cushions every 
step with comfort. 


So, when manufacturers offer you 
women's shoes equipped with 
TAWPS, you know they're doing 
the smart thing to make your sell- 
ing job easier! 
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THE GREATEST NAME IN RUBBE2 


MORE PEOPLE WALK ON GOODYEAR RUBBER HEELS THAN ON ANY OTHER KIND 
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CUSHIONED-LEATHER 


fAWPs / 


FOR HEELS 


NATIONAL ADVERTISING MAKES YOUR 
CUSTOMERS “GOODYEAR CONSCIOUS” 


Goodyear’s national advertising campaign in big weekly 
magazines and over the radio is ielling your customers, 
week in and week out, all about the advantages of Goodyear 


shoe products. 


Magazines with a total circulation of almost 6,000,000 are 
TAWPS ARE AVAILABLE carrying this advertising, with the actual number of messages 
TO THE SHOE TRADE in this campaign coming close to 100,000,000! 


THROUGH THE VULCAN When you add this to Goodyear’s radio advertising, you 
CORPORATION get the answer to why thousands are joining the ranks of 
the millions who already prefer TawPs, Wingfoot* Heels and 


other Goodyeor shoe products on their shoes. 
®Tvede-marks of The Goodyear Tire & Rubber Company 


ASK SHOE MANUFACTURERS TO SUPPLY YOU WITH SHOES EQUIPPED WITH TAWPS 
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OPEN TOE 





Position of great toe when foot is prop- 
erly fitted in open toe style of shoe. 


‘ 





Showing the toe in properly fitted closed 
toe shoe. Note space in front of and 
above toe. 


EF the nation-wide vogue to be enjoyed this Spring 
and Summer by the open-toe sandal poses a pretty 
problem in fitting—as it does—just what is going to 
happen—and why—when the women of the United 
States elect to buy closed-toe shoes of the more con- 
ventional type next Fall and Winter? 

That is a long question, but the answer is short. 

Unless all signs fail, there will be a flood of returned 
merchandise. 

“These shoes hurt,” thousands of women will com- 


SHOE 
CAUSES NEW FITTING PROBLEMS 
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by OWEN A. THOMAS 


plain. “They don’t fit. I won’t have them. Gimme my 
money back?” 

Whereupon will ensue one of the grandest orgies of 
buck-passing in the history of the industry. The cus- 
tomer will blame the merchant; the merchant will re- 
turn shoes to the manufacturer; the manufacturer will 
damn the last maker. No one is going to enjoy it. 

What will have happened can best be illustrated by 
the hypothetical case of Mrs. A. 

Most of her adult life Mrs. A has been fitted to a 
5-B shoe of the every-day type with no holes through 
which her toes could peek. In these she has been very 
comfortable. There has always been plenty of toe 
room in the forward part of the shoe. 

Then.along came the open-toe sandal and Mrs. A 
fared forth to buy-a pair or two. The salesman, mea- 
suring her foot and comparing his stick reading with 
the size stamped in the lining of her old shoe, tried on 
a 5-B. It didn’t work for what should have been to 
him an obvious reason—that the new shoe had been 
made over a last designed especially for the manufac- 
ture of these open-toe shoes—a last in which the mea- 
surement along the insole is shorter from ball to the 
end of the insole than in lasts over which closed-toe 
shoes are made—or should be made. 

Mrs. A’s great toe, where it poked through the open- 
ing in the toe of the shoe, stopped short of the end 
of the insole. It presented a distressing appearance, 
somewhat similar to that of an overly-long skate on a 
short shoe. The insole stuck out beyond the end of 
the toe. 

So the salesman adopted what is now common policy. 
He short-fitted Mrs. A, using for the purpose a 444— 
one-sixth of an inch shorter than his first trial. With 
adjustments for width, this worked. 

Throughout the late Spring, Summer and early Fall, 
Mrs. A danced through the warm days in her open-toe 
sandals. She wore them for every occasion, bar none— 
[TURN TO PAGE 32, PLEASE] 


Short Fitting of Open Tee Shoes, and 
Consequent Expansion of the Foot Both 
in Length and Width, Willi Cause a 
Fleod of Returned Merchandise and 
Crippled Customers—Untiess Salesmen 
Make Allowances for These Factors in 

Fitting Clesed Toe Shoes. 
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WE ARE SHOWING THESE 7 SLIPPERS 


TO 10,000.000 women 
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In the Ladies’ Home Journal a 
full color page for April, and in 
sa ~ and Good Housekeeping 

lack and white, these seven 
Daniel Green slippers are being 
advertised: Nos. 20051, 20230, 
20314, 40215, 60994, 70300 and 
90000. If you're not supplied, 
order them now. 


FOR 


SHOW THEM AND you’LL SELL THEM 


Here’s how to make your regular Easter shoe selling pay you extra profits... 
Make a feature of these seven Daniel Green slippers on counters and in windows 
. Use the Ladies’ Home Journal display card which shows all of them in color . . . 


Include them in your own advertising. 
We'll be glad to send you display cards and newspaper cuts. Just address your re- 
quest to Dept. R., Daniel Green Co., Dolgeville, N. Y. 


DANIEL GREEN COMFY sLipPeErRS 
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This Business of Fun 


Young and old America is becom- 
ing more and more sports conscious. 

Associated Press reports that the 
U. S. produced $44,460,525 worth of 
sporting goods in 1937, an increase 
of 27.5 per cent over 1935. 

“What sport does America spend 
the most money for? The answer is 
golf. The value of its products was 
$13,760,337, an increase of more than 
$3,000,000. 

“Next came fishing tackle, for 
which America spent $10,875,490 
against $7,581,662 in 1935. 

“Baseball may be the national past- 
time, but it was the only major sport 
that showed a decrease in the value 
of its products, about 10 per cent. 

“What trends does this report 
show? That sporting blood circulates 
to the pocketbook, and that sports 
in which the spectator is also a par- 
ticipant lead the way.” 

Baseball, track, tennis, lawn games, 
soft ball, camping, fishing, skeet. 
yachting, golf, etc., all require general 
or specialized sport shoes. 

Remember: Conservation Week, 
April 1-7; Baseball Week, April 2-9: 
Fisherman’s Week, April 23-30; Golf 
Week, April 29-May 6; and numerous 
Sportmen’s Shows. 

>. @..& 


“Japonica . . . smart shoes in the 
ruddy flowing shade that is making 
accessory history” 

(Block’s, Indianapolis) 
—O.P.1.— 


Bringing the Shoes to 
the Customer 
The Dianne Shoe Shep has recent- 
ly been opened in the basement of 
the Famous-Barr department store in 
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by JOHN F. W. ANDERSON 


St. Louis to handle novelty and sports partment. He sends _attractively- 
shoes for women. dressed girls parading through the 

In addition to newspaper advertis- other basement departments and base- 
ing, Buyer William Walburn has ment restaurant carrying trays of 
evolved an interesting innovation to new and interesting shoes to show 
acquaint shoppers with the new de- to the customers. 





World’s Fair Feet 


The Shu-Eez Comfort Shop, 97 good this Summer when New York 
Nassau Street, New York, is draw- will be overrun with people attend- 
ing attention to its window and cus-__ ing the World’s Fair, many of whom 
tomers into the store with a machine will have sore feet from tramping 
called the Shoe Conformer. Oper- over many miles of fair grounds. We 
ated by hydraulic pressure the ma- believe that it is a service worth con- 
chine will make old or new shoes’ sidering by all retailers with cus- 
comfortable while you wait. tomers living within traveling distance 


Shoes hurt your feet Y 


DONT SUFFER 


Your Shoes are Short, We Make Them Longer 
They are Narrow, We Make Them Wider 
Your Shoes Gap, We Reshape Them 
Your Shoes Bite, We Relieve Them g 
Your Shoes Burn, We Can Correct Them 
ACH SHOE 








You Have Corns, Callouses, Bunions, 
Hammer Toes, We Conform the Shoe to your foot 


TRAINED FOOT COMFORT ATTENDANTS TO 
Help You With Your Foot Problems 
With Appliances That Relieve and Aid Nature to Correct 


SHU EEZ COMFORT SHOP 
97 NASSAU STREET - Bet. Ann - Fulton Sts. 














These small 8 x 10 inch cards are used in the windows and inside the 
shop to bring attention of the passerby and customer to the service. 


Bring in your short, tight, narrow, of the two Fairs—in other words all 
uncomfortable shoes. They will make __ retailers in the country. 
corn, bunion, or callus pockets and Most shoes are designed for nor- 
relieve shoes that pinch or bite. mal feet, yet many are far from nor- 
Manager Max Sultar believes that mal. The Shoe Conformer will help fit 
their business should be especially the “Square peg in the round hole.” 
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BEST IDEA OF THE WEEK 
MONEY GROWS ON TREES 


(Frencu, Suriner & Urner SHOE Store, 
350 Mapison Ave., N. Y. C.) 


O. P. Ideator—‘I noticed a very good idea in your 
window—putting shoe trees in all shoes on display.” 


Manager J. J. Viccaro—“Yes, they not only improve 
the appearance of the shoes, but they sell trees. In 
fact, our store sels an average of one pair of trees to 
every three pairs of shoes.” 


O. P. Ideator—“That’s a pretty high average.” 


Mr. Viccaro—*“Not when you consider how system- 
atically we have developed this extra business.” 


O. P. Ideator—*Let’s hear some of your ideas.” 


Mr. Viccaro—“In the first place, right after we sell 
a pair of shoes we put a pair of shoe trees on the 
chair next to the customer. We psychologically price 
the trees so that a pair of shoes plus a pair of the 
trees will add up to an even number. Sale of trees to 
a dress shoe customer is easy—we just have to ex- 
plain how patent leather cracks if it isn’t kept in shape.” 


O. P. Ideator—‘Any other ideas?” 


Mr. Viccaro—“It is easy to sell trees to a golf shoe 
customer, for any sports enthusiast knows how mois- 
ture from the foot and moisture from the grass curl 


up a shoe. In fact many a good sport shoe is ruined 
by not being treed in between seasons.” 


O. P. Ideator—“I notice that you keep a few trees 
around the store.” 


Mr. Viccaro—“That is not only to suggest trees to 
the customer, but it is also a reminder to the sales- 
man—for salesmen are only human and they are 
liable to forget. Also, if the salesman notices that the 
customer has a bad corn or an enlarged toe joint, we 
offer to leather the tree at this particular point for 
the customer’s comfort—for a satisfied customer will 
return again.” 


O. P. Ideator—“Do you carry these trees in just 
one shape?” 


Mr. Viccaro—‘“No, we find two types of trees are 
necessary—one for street shoes and one for moccasin 
and leisure type shoes. In fact we have found that 
whereas many men may have trees for their street 
shoes, few have trees shaped to their leisure shoes.” 


O. P. Ideator—“Thanks for the idea. I think I'll 
suggest it to our readers, for I think too many retailers 
are neglecting these extra profits.” 











Satisfying Woman’s Curiosity 


Display tables placed conspicuous- 
ly in the center of the women’s shoe 
department has encouraged sales of 
the May Co., Denver. 

Finding that more and more women 
are taking a strong interest in the 
latest styles, buyer Max Lackner de- 
cided that he could take advantage of 
that interest most effectively by estab- 
lishing a definite display location for 
new merchandise. Accordingly, a 
pair of open display tables—stepped 
affairs built in pyramid form—origi- 
nally used for Christmas slippers. 
were repainted and placed at the most 
conspicuous spots in the department. 

Here, each week the latest shoes 
are placed on display. Space avail- 
able is sufficient to provide for a dis- 
play of several dozen pairs of shoes. 

According to Mr. Lackner, these 
new merchandise tables produce sales 
from many women who aren’t spe- 
cifically looking for shoes. A great 
many customers of the store like to 
followed the latest styles in shoes, yet 
they hesitate to come in and ask to 
see merchandise unless they really 
intend to buy. The open display 
tables enable them to see the newest 
styles without bothering the sales- 
men. And, often, when they do find 
something they particularly like, they 
sit down and buy it—even though 
they had no intention of buying shoes. 


Attracting the Children 


Labriche’s Store in New Orleans has 
built up a very successful business in 
children’s shoes through good mer- 
chandise and active promotions. 





Hi! Boys awe Gircs! Come 


To My Prema Suor ar Lazicnes 


Welcome! KREWE of NOR 


and the 10,000 Members of 
LABICHE’S BUSTER BROWN CLUB 


tee Naber hee Pee merwemers ond dhere Me Menges of me 
14 gata hay ter te pemmguier, Mahe + compte eh 
ee femme stern 





Buster Brown and 
Brown-bilt Shoes 


1.95 » 3.45 


paw ng sp ag pt dd 
— motte see ne 





cLue 1S OPEN TO ALE 


eovs ano ims — IT 
COSTS NOTHING 





THREE-ELEVEN BARONWNE STREET 











During the recent Children’s Carni- 
val in that city they ran the following 
newspaper ad inviting every boy and 


girl in New Orleans to come into 
their children’s shoe department for 
free souvenirs after the Saturday 
afternoon parade. 

The invitation is an annual one 
Labriche’s inserting large space ads 
to promote the occasion. This year, 
A. J. Jarral, Labriche’s advertising 
manager, reports that nearly a thou- 
sand souvenirs were distributed dur- 
ing the day to eager children. Active 
promotion of children’s shoes during 
the first two months of 1939 has 
pushed their business in this depart- 
ment ahead of last year. 


-O.P.1. 
On the Boards 


The week’s specials are displayed 
on a wooden backboard in the win- 
dow of the Stapleton Shoe Store on 
Nassau Street, New York. Two feet 
wide and five feet high the removable 
board is covered with a coarse, light- 
colored cloth. Shoes or slipper spe- 
cials are easily hung on the board 
and are in a handy position for week- 
ly changes. 

The John Hancock Shoe Store down 
the street brings the board inside and 
hangs it on the wall. Covered with 
billiard table felt, the shoes hung 
thereon are in full view of the seated 
customer—saving many a customer a 
trip outside to point out a particular 
shoe to the clerk. 
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Gathered to discuss plans for Twentieth Annual Boston Shoe Fair. Seated (left to right) Myer Saxe, Frank S. Shapiro, 
George A. Dempsey, Charles T. Cahill. Standing (left to right) Maxwell Field, C. Henry Jacobs, S. D. Ansin, Albert E. 
Gordon, Arthur L. Evans, Robert Goldstein, H. O. Rondeau, George Barkin and William Scholnick. 


Committee Plans for Boston Shoe 


Fair 


Four-Day Showing of Fall Styles to Be Held at 
Hotel Statler and Parker House, Starting June 5 


PLANS for the Twentieth Annual Boston Shoe Fair, 
to be held June 5, 6, 7, and 8, under the auspices of the 
New England Shoe and Leather Association, were per- 
fected at a meeting of the Fair Committee, held Satur- 
day, March 4. All necessary arrangements to assure the 
success of the Fair, which this year will include several 
new features to be announced later, were completed 
by the committee at this meeting. 

The two hotels in which exhibitors will display their 
lines during the week of the Fair are the Hotel Statler 
and the Parker House. Headquarters for the receipt of 
applications and assignment of display rooms at these 
official hotels, and all other Fair activities, will be under 
the management of Maxwell Field, secretary of the New 
England Shoe and Leather Association, 210 Lincoln 
Street, Boston, to whom all interested should address 
their communications. 

Sleeping room reservations will be accepted by these 
two hotels as well as by the Copley-Plaza, Ritz-Carlton, 
Touraine and Westminster Hotels; and all requests for 
such reservations should be sent direct to the hotel 
selected. 

It is expected that the attendance this year will be 
far in excess of last year’s and early reservations, there- 
fore, should be made. 


This year’s Boston Shoe Fair will again be a four- 
day show, so that buyers may have ample time to see 
all lines, compare styles, quality and prices—and to 
place advance orders. 

Secretary Field says that “an announcement contain- 
ing full information regarding assignment of rooms 
and participation fees will be mailed to all shoe manu- 
facturers within a few days. If anyone wishing to par- 
licipate fails to receive this announcement, a copy will 
be sent if the association is notified.” 

The Committee on Management of the 20th Annual 
Boston Shoe Fair is composed of the following: 

George A. Dempsey, president, New England Shoe 
and Leather Association and Fair chairman, ex officio, 
Farmington Shoe Co., Dover, N. H.; Louis H. Salvage, 
general chairman, Louis H. Salvage Shoe Co., Man- 
chester, N. H.; E. Farrington Abbott, Charles Cush- 
man Co., Auburn, Me.; S. D. Ansin, Ansin Shoe Manu- 
facturing Co, Athol, Mass.; A. F. Bancroft, Bancroft- 
Walker Co., Waltham, Mass.; George Barkin, A. R. 
Hyde & Sons Co., Cambridge, Mass.; Charles T. Cahill, 
United Shoe Machinery Corporation, Boston; L. M. 
Carroll, Norway Shoe Co., Norway, Me.; Daniel J. 
Danahy, H. H. Brown Shoe Co., Worcester, Mass.; 

[TURN TO PAGE 5], PLEASE} 








BOOT anp SHOE RECORDER, March 11, 1939 





The little Suzy bonnet of 
yellow straw with hya- 
cinths under the brim and 
a fly-away veil, has a light 
and feminine touch that 
calls for kidskin shoes. 


Promote 


Cool Glazed Kid in 
Dark Colors for 


Spring and Summer 


FROM Easter on, with checks and stripes and prints 
flourishing, feminine veils flying, and pastels important 
in costumes, the cool dark summer shoe becomes a 
basic shoe which may be worn with a suit one day, a 
print the next. Dark kidskin has all the requisites of 
coolness, flexibility and femininity for a successful day- 
long, summer-long shoe. 


CLARET WINE, NO. 486 
ADMIRALTY BLUE, NO. 36 
MUSCATEL BROWN. NO. 91 


STANDARD KID DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
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Open-Toe Shoe Causes Fitting Problems 


[CONTINUED FROM PAGE 26] 


and while she was thus exercising her 
feet, the shoe manufacturer was busily 
engaged in building his Fall and Win- 
ter shoes, with closed-toes, over the 
same lasts which he had used for the 
open-toe models. 

Came the first frost (not the dawn, 
as in the movies) and with it the de- 
sire on the part of Mrs. A to have 
something a bit warmer on her feet. 
She went to the same store, bumped 
into the same salesman and this indi- 
vidual, far from dumb, and remember- 
ing the short-fitting of the previous 
Spring, intelligently stepped up the 
size to the old, original 5-B. 

“That,” he said complacently, “is the 
size you should have in these new shoes 
in order to give you plenty of toe 
room.” 


Why “Her Size” Didn’t Fit 


Three days later Mrs. A returned. 
On her face was an expression com- 
pounded of equal parts of pain, frus- 
tration and simon-pure anger. She 
limped. 

“These shoes,” she said, “are terrible. 
My toes hurt. I can’t walk in them. I 
won’t have them.” 

The salesman argued that 5-B was 
her size. “You’ve been wearing that 
size for years,” he implored. He argued 
some more, cajoled and finally gave her 
the whole theory of foot action and 
shoe fitting in one long, extended blaze 
of oratory. His theories didn’t “take.” 
Mrs. A countered with a fact—the fact 
of pain and discomfort; the shoes came 
back to stay and Mrs. A emerged from 
the store with another pair, not size 
5-B but size 5%-A, one-half size larger 
than she had ever worn in a closed-toe 
shoe and a full size larger than she 
had been wearing in the open-toe style. 

Forgetting ‘fiction and getting down 
to a more matter-of-fact treatment of 
the subject, what had happened to Mrs. 
A’s foot, what was wrong with her 
first pair of closed-toe shoes and why 
did she need an increase in size, as she 
undoubtedly did? 

In the first place, the manufacturer, 
in making that closed-toe shoe over a 
last designed for an open-toe style, had 
actually shortened the measurement of 


the insole by the thickness of the 
leather and the lining. He had also 
made the top tip narrower. And then 
had exaggerated both by adding a 
box toe. 

Also—and now we are getting back 
to the customer again—during the 
Spring and Summer, Mrs. A not only 
had become accustomed to a feeling of 
toe freedom in her sandals, but also 
her feet had actually expanded—in 
length as well as width. Very little 
pressure on her great toe, until recent- 
ly free to wiggle at will, was amply 
sufficient to be uncomfortable. 

From which it is safe to deduce that 
trouble lies ahead unless salesmen are 
instructed that when they fit feet to 
closed-toe shoes this coming Fall, they 
fit them sufficiently longer than the 
open-toe sandals they have taken off to 
give perfect comfort. If they don’t, 
half the shoes they sell will find their 
way back to the store—with no re-sale 
value because they have been worn. 


The Question of Width 


Furthermore, there is to be con- 
sidered the question of width. Whereas 
the hypothetical Mrs. A stepped up 
from an open-toe sandal, size 4%4-B, 
to a closed-toe shoe, size 5%-A, the 
question of width may not be solved 
so easily in the case of women whose 
feet have spread across the ball more 
than hers did. What the salesman did 
in her case was to stretch the ball of 
the shoe slightly, giving her the addi- 
tional width she needed to accommo- 
date the expansion which her feet had 
undergone. In other, and more ex- 
treme cases, which will not be too rare, 
a B width may be necessary. 

Therefore, in checking the fit, make 
absolutely sure of the width and be 
somewhat more than absolutely sure, 
before the customer leaves the store, 
that the forward thrust of her feet, in 
walking, will not bring the end of her 
great toe in contact with the box. See 
to it, also, that the top of the great 
toe is not being pressed upon by the 
top of the box. 

In that way, and that way only, will 
it be possible to stem the flood of re- 
turned merchandise predicted in the 
third paragraph. 





Paris Styles Have 
Color and Swing 


[CONTINUED FROM PAGE 18] 


are less important, except for after- 
noon prints, but navy and white repeat 
their successful summer partnership 
joined often by a touch of red. White 
in piqué or faille highlights the new 
“vert marine.” 

Beige comes conspicuously to the 
front again, in wool coatings and suit- 
ings, in print motifs on navy, wine or 
black grounds. Ecru linen is being 


featured in jackets and hats, and natu- 
ral color in tussor and shantung. 

Black, for a Summer season, is 
played up tremendously as a foil for 
light or bright color. The color may 
be introduced in bolero or fitted jacket, 
in blouse, bodice or trimming. Colors 
used this way with black, include pale 
powder blues, faded peach pinks, 
mimosa yellow, broom yellow, turquoise, 
the hard pinks and blues of blotting- 
paper shades, cyclamen pink, parma 
violet, leaf greens, and Patou’s light 
Astral Green. 

All blues are top-notch. Royal is 


conspicuous for day and evening, and 
is sometimes vividly contrasted with 
blotting-paper pink. It goes also with 
new terracotta shades, such as Bruyére’s 
Terre Afrique. Turquoise blues go with 
yellow and orange in prints and com- 
binations, also with wine reds as be- 
fore. Hard, starry blues, lighter than 
royal, darker than madonna, are very 
much seen in day wear. Lelong fea- 
tures all blues—greenish blues and 
bluish greens—in his sea colors. Every- 
one is using navy. 

All the violine shades are still going 
strong, with dark purplish wines, and 
combinations of violines and wines 
much employed. In these combinations 
the wine shade forms the accessory 
color, as it often does for light blues 
and soft almond greens. 

In addition to wine reds, which carry 
on though Rome falls, are berry reds 
and a good sprinkling of poppy reds 
and similar yellowish tones. Poppy 
reds are used in top coats or bolero 
jackets, worn with black skirts, or 
black and white printed frocks. 

Parrot greens are being used to ac- 
cent grey wools and black and white 
prints. Chartreuse figures as an ac- 
cessory color in hat trimmings and 
taffeta gloves. Lizard greens are cos- 
tume colors. A great deal of green 
appears in multi-color stripe fabrics 
and for that matter, there seems to be 
no limit to the colors and color mix- 
tures that can be combined in these 
stripe designs. 


Spring Lines Moving 
Well in Denver 


DENVER, CoLo.—The first lark has 
not only been seen in Denver vicinity 
but distinctly heard and in it was a 


call for new Spring shoes. In answer 
to this and the definite balm creeping 
into the February air, Denver shoe 
dealers along Sixteenth Street have 
come out with their new lines. The 
wholehearted response of the shoppers 
on the crowded streets made February 
18 the first banner Spring surge in 
shoe sales. 

New shoes and modes of the moment 
were seen at Neusteter’s in “Fresh 
Earth” Marqueen shoes of baby calf, 
scalloped and punched all-over. These 
were strikingly displayed in grey, blue, 
black, navy, beige and green full-cos- 
tume ensembles that set off the charm 
of the display. 

At the May Co. the “Rupa,” a new 
smartly entwined sandal pump in 
Japonica, blue, baby cherry, calf and 
black patent leather proved popular. 

With lower heels, toes and shanks 
peeping out, and arranged in all the 
wanted colors, new Spring shoes made 
their appeal in prices of wanted makes 
ranging from $6.85 to $10.50 at the 
Denver Dry Goods Co. In their chil- 
dren’s shoe department the T-strap, the 
“Co-ed,” the monk strap, and boys’ 
wing-tip oxfords made fine sales’ show- 


ing. 
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CONTINENTAL'S 


new, revolutionary 


DUTCH 


up: OW tt 


MARK REG. 
PAT. PEND. 


“Wrap-O-Welts,” made by an exclu- 
sive (patent pending) construction 
which adds dash and color to the sea- 
son’s most spectacular style favorite, 
is making history in Goodyear welt 
sport shoes. 


“Wrap-O-Welts” are made on our lat- 
est high-walled, rocker bottom, Dutch 
lasts with a touch of Holland in their 
lines. The heavy, colored crepe welt 
with natural ribbed crepe soles pro- 
duces a contrasting variety of combi- 
nations in both color and material. 
“Wrap-O-Welts” can be obtained from 


leading retailers. 


CONTINENTAL SHOE CORPORATION 


DIVISION OF THE CONSOLIDATED NATIONAL SHOE CORPORATION 


PORTSMOUTH @ ©. NEW HAMPSHIRE 
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For BUSY days at the Fairs 
or SHOPPING days in town 


Following the selections of Miss 
Georgia Carroll for Boot & Shoe 
Recorder's Girl of the Hour promo- 
tion in the issue of February 18th — 
Stewart & Potter Company present 
seven more outstanding examples 
of women’s high-style shoes made 


over lasts of their design. 


@ The names of the shoe makers here rep- 


resented will be supplied upon request. 


STEWART & POTTER COMPANY 


BRANCH: UNITED LAST COMPANY 
372 CLASSON AVENUE, BROOKLYN, N. Y. 
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Newspaper Ads For 
Foot Health Week 


[CONTINUED FROM PAGE 21] 


With the end of cold weather feet 
swell, circulation changes occur, pains 
light up that can be extinguished only 
by comfortable shoes permitting ad- 
justment to seasonal changes. 

There’s no need to list all the dis- 
comforts and ailments, but if your feet 
feel the least discomfort—puffiness of 
the skin, enlarged veins, hot burning 
sensations—visit a competent shoe man 
right away. 

If you are wise, you will visit him 
anyway for a check-up of feet and 
shoes, and avoid discomfort. 

These merchants are not merely sell- 
ing shoes. They are selling foot com- 
fort and the pleasure of walking. 
They’re selling efficiency through foot 
relief, and being able to work or shop 
or play without a thought for your 
feet. And they’re doing it with shoes 
that are so good looking that even the 
woman who used to say, “I’d rather be 
uncomfortable than wear homely 
shoes,” will be surprised and delighted. 
The colors, styles and materials are 
just right to wear with the new Spring 
apparel fashions. 

Buy shoes that fit at a store that fits 
shoes—and get them during Foot 
Health Week. 


Have You ‘Ostrich Feet’? 


When you go to the beach do you try 
to hide your feet in the sand? 
When you go to a party are you a 
tight-shoe wallflower? 

When you go shopping do you arrive 
home fagged out? 

When you can walk do you prefer to 
ride? 

When housework is finished are you 
all in? 

When you get a chance do you slip 
off your shoes? 


Then you should take special pains 
to visit one of (town’s name) good 
shoe stores this week—National Foot 
Health Week — because wearing the 
right shoes has much to do with over- 
coming many troublesome ailments. 

They (the shoe men) will fit you 
with shoes that give you toe room, arch 
well up into your own arch, heels that 
fit without cutting, and are the right 
height for your arch. And if you need 
it, they will suggest the attention of a 
chiropodist or a physician. For these 
people are sincerely interested in help- 
ing everyone to enjoy the comfort and 
health that properly designed shoes, 
carefully fitted, are sure to give. 

And there’s one thing more: If you 
have good feet, there’s no surer way 
to keep them healthy than to wear 
these same shoes. If you have always 
thought that you would rather suffer 
than wear homely “corrective” shoes, 
it is time to change your mind—because 
the new shoes are as smart as they 
can be. One look at the windows where 
you see the colorful Foot Health Week 
posters displayed wil! convince you. 
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Sales of Independent Shoe Stores in January 


Current Statistical Service for Independent Stores, Bureau 
of Foreign & Domestic Commerce 


Sales Reported 
—_ = 
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San Francisco .... 
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121,218 
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*Insufficient data. 





Merchants Attend Sales 
“Clinics” 

FRANKFORT, IND.—Local retail mer- 
chants including shoe salesmen, cloth- 
ing salesmen, butchers and grocers, 
have returned to school for a business 
education. Store managers and em- 
ployees are taking their selling prob- 
lems to classes for possible solution. 
The public also is invited to have its 
say in these “clinics.” The classes are 
supervised by John H. Dillon, of the 
Indiana University’s school of educa- 


tion, and Allen T. Hamilton, of the 
Vocational Department of the State 
Department of Public Instruction. 

The “clinic” is the result of the 
Federal George-Deen Act, an extension 
of the Smith-Hughes Act which pro- 
vided vocational education for those 
in agriculture or trades. The George- 
Deen Act is concerned with those em- 
ployed in wholesaling and retailing. 

An all-State clinic is planned at 
Indiana University, Bloomington, Ind., 
in June. 
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Few Classes Organized for 
Shoe Salespeople 


Trade Has Shown Little Interest to Date in Op- 
portunities Afforded by George-Deen Law 


WasHINGTON—Incomplete returns covering the first 
year of operation of the expanded George-Deen law, 
under which $1,240,000 was appropriated by Congress 
for allocation to the states for adult education in dis- 
tributive trade subjects, show that relatively few classes 
were organized exclusively for training in shoe retail- 
ing and less than 2 per cent of all students enrolled 
were employees of shoe stores. 

Employees of department stores took the lead in 
availing themselves of the training offered and consti- 
tuted 65 per cent of the total national enrollment. Em- 
ployees of men’s and women’s clothing stores came 
next with a registration of 8 per cent; employees of 
variety stores constituted 5 per cent of the total; em- 
ployees of hardware stores, 5 per cent; employees of 
automotive establishments, 2 per cent; and all others 
were less than 2 per cent. 

Typical of the classes organized for training in shoe 
salesmanship was one in the Modesto (Calif.) Junior 
College, where 41 students were enrolled last year, and 
another in Greenville (S. C.), where a class of 12 held 
eight meetings per course of 16 hours. 

B. Frank Kyker, special agent for the distributive 
education division of the Office of Education, told 
Boor AND SHoe Recorper that for the fiscal year end- 
ing June 30, 1938, 38 states reported 33,613 distribu- 
tive workers enrolled in part-time and evening exten- 
sion classes. 

“Of this number 15,830 were females and 17,783 
were males,” Mr. Kyker reported. “These part-time and 
evening extension classes were organized in 345 differ- 
ent schools or centers. Fifteen states reported 878 
females and 1574 males enrolled in cooperative part- 
time classes in retailing and related subjects in 82 high 
schools.” 

The figures received in Washington show that the 
program, under which the Federal Government allo- 
cates funds to the various states on the basis of popula- 
tion, has gained its greatest acceptance in the South, 
the Middle West and the Far West. Wisconsin leads 
all the states with distributive trades classes inaugurated 
in 33 centers. California comes next with courses 
started in 25 sections. Texas, 25; Utah and South 
Carolina, 23 each; Oregon, 20 centers. New York has THE SPERRY SHOE COMPANY 
established courses in five sections and Pennsylvania 
only one, but it is pointed out that these figures do not 
necessarily mean that such states lack facilities for dis- 
tributive trades education but merely that they receive 
no Federal assistance. 

After conferring with representatives of national 

[TURN TO PAGE 4], PLEASE] 
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IN THE 


EASTER 
DISPLAY 

















Emphasize the Style Features 
That ‘Women Look For 






Competition can be disastrous if you are not prepared. Don't fall 
behind. Get the jump on your competitors by presenting your new 
open toe shoes on Tu-Toe Fairy Forms. Tu-Toe places great emphasis 
on style and beauty, and such distinctive displays will convince 
shoppers that your open toe shoes are exactly what they need to be 
perfectly dressed. 








In show windows or department displays, open toe styles presented 
with Tu-Toe have powerful sales appeal. The two tinted nails showing 
through the small toe opening are exceedingly life-like. The stream- 
lining of Tu-Toe Fairy Forms assures perfectly smooth and shapely 
vamps. What woman can resist such an alluring presentation ? 


Show open or closed heel styles at their alluring best on lightweight 
Tu-Toe Fairy Forms. Stress these important style features and get 
your full share of the Easter shoe business. Order Tu-Toe now and 
prepare for the Easter shoe season. 











Mail the coupon below for full information. 


Shoe Form Co. Inc. Auburn, N.Y. Dept. BS-3 
GENTLEMEN: Please send me information on the Fairy Form line. 


Name. 
Firm... 




















City. State 
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Whites Continue Strong 
in Miami 

MIAMI BEACH, FLA. — Stores along 
Lincoln Road are showing shoes with 
more or less foreign influence. Nothing 
very exciting but little touches here 
and there which show Moorish or 
Chinese or other influences. 

There continues to be considerable 
emphasis on colored shoes as the season 
advances and it is expected that colors 
will go over well into the Summer. Most 
stores, although, report a 60 per cent 
volume in white. 

Delman’s is showing plenty of bow 
trims—big bow knots on pumps. They 
are also featuring prints. Open-toe 
and heel-less sandals continue to be 
high style. Buffed pig is an interest- 
ing leather that appears in many col- 
ors. It is a fine Bacoro pigskin, buffed 
down to a soft suede finish. 

Jay Thorpe is another shop that is 
featuring bow knot pumps as high 
style. “The bigger the bow the higher 
the style,” they say. 

I. Miller is having considerable suc- 
cess with a “two-in-one” stretch-on 
open toe pump. In white lastex suede 
it is very smart and comfortable. 
“Taffy” is a new color introduced by 
I. Miller and shown in different models. 
This is a new Spring color, a light- 
hearted golden tan that gives bright 
relief to navy or black. A new version 
of alligator, light, soft and pliable, is 
shown in the new Spring line. 

Andrew Geller is also featuring 
reptiles as high fashion. This shop is 
showing Rhamgodies, a pelt from a 
little ringed lizard found in the Malay 
Archipelago. It is matched in bags, 
belts and other accessories. 

Saks-Fifth Avenue is highlighting 
the new hooded heel sandal which they 
have named Panuelo. The shoe is of 
buck or suede, in a number of color 
combinations, and has been one of the 
season’s sensations on Lincoln Road. 

Burdine’s is also showing a hooded 
or draped heel. It shows a platform 
tip and is draped from the vamp to the 
edge of the heel with bands of leather. 
The shoe comes in a wide range of color 
combinations. “Tinka” is another of 
their new shoes. It has a platform sole 
and roulette heel, with set-in strips 
across the vamp to match the platform 
in color. Any possible color combina- 
tion is available in this shoe. 

All along Lincoln Road dealers report 
platform soles as being important; 
rocker soles very good; heels, tremen- 
dously important from a fashion angle; 
colors continuing in the deeper tones; 
prints slowly coming back into favor. 





Hurwich Store in New 
Location 


Cuicaco, ILL.—Hurwich’s Shoe Store, 
operated by M. Hurwich, has recently 
moved from the former location at 1363 
E. 58rd Street, to 1600 W. 95th Street, 
in the Beverly Hills section. The store 
features shoes for women and children. 
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National News 





Look for Good Pre-Easter Business 





Shoe Men at Chicago Monthly Show Expect Rising Business 
Before Easter—Black Patent Continues Strong in Open Toes 


Cuicaco, ILL. — The Chicago area 
should experience a good pre - Easter 
business was the consensus of opinion 
of shoe men participating in the regular 
monthly buyer’s day held by the Chi- 
eago Shoe Traveler’s Association at 
the Hotel Morrison recently. 

Norman N. Souther reports that the 
show was one of the most successful 
in recent months with visiting mer- 
chants buying heavily in both stock and 
make-up shoes. All reported a lot of 
optimism for pre-Easter business. 

Greatest buying interest continued 
in black patent leather, which some 
predict will sell well up into warm 
weather. Blues, largely in the smooth 
leathers, are still much in demand with 
every evidence that this interest will 
accelerate as women begin to purchase 
and plan their Spring wardrobes. 
Crushed cranberry is coming up fast 
as a popular shade and many feel that 
it will surpass Japonica in color inter- 
est. The latter color is gradually slip- 
ping and several State Street buyers at 
the show expressed the opinion that 
they may have overloaded on this par- 
ticular shade. 

This was particularly true of the 
moderate-priced group. The higher 
priced and specialty buyers are still 
confident that it will sell well although 
not up to their previous expectations. 
Also in the higher grades, wine con- 
tinues as a good third. Fresh earth is 
still a questionable color and is not be- 
ing bought or sold in any large quanti- 
ties. 

The demand is still for open toes but 
there seems to be a tendency, Mr. 
Souther reports, to veer away slightly 
from open heels. 


There was also considerable buying 
of whites atthe show, with indications 
that this will be a good year for spec- 
tator sports types of shoes. 


Charles G. Craddock Elected 
General Manager 


LYNCHBURG, VA.—At a meeting of 
the Board of Directors of the Craddock- 
Terry Shoe Corporation, held Saturday, 
February 25, Charles G. Craddock was 
elected general manager of the com- 
pany, in addition to his duties as vice- 
president in charge of manufacturing. 
The complete list of officers of the com- 
pany is as follows: 

John A. Faulkner, president; Charles 
G. Craddock, vice-president and gen- 
eral manager; John W. James, vice- 
president in charge of sales; L. F. 
Almond, vice-president in charge of 
merchandising; H. A. Wells, secretary- 
controller. 

L. E. Hills, sales manager for the 
men’s division, stated that the company 
has had a most successful run, and the 
factories are at their busiest peak in a 
long time. 


Sole and Heel Business 
Reported Good 


WAPAKONETA, OHIO—R. S. Kimball, 
of the Lithox Corporation, manufactur- 
ers of soles and heels, reports a marked 
improvement in business. 

“Since about the middle of January,” 
said Mr. Kimball, “we have had some 
very nice business and our plant has 
been operating fully, with excellent 
prospects for the future. 


Fred Pike Leaves 
Arnold Constable 


New York—Frederick J. Pike, who 
for the past three years has been buyer 
of the better grade of women’s shoes at 
Arnold Constable & Co., here, has re- 
signed his position with that firm. 

Prior to this association, Mr. Pike 
was with the A. S. Beck Shoe Co. and 
previous to that he operated his own 
retail shoe business at 3 East 57th 
Street, New York, under the name of 
Joseph’s. Previous experience in the 
retail shoe trade was as buyer of 
women’s shoes for Jay Thorpe, Inc., 
and assistant buyer of women’s shoes at 
Saks-Fifth Avenue. 

At this writing, no successor has been 
appointed by Arnold Constable to take 
the position left vacant by Mr. Pike. 


Fisher to Cover New York 


State 


PHILADELPHIA, Pa.—C. Roy Fisher, 
who recently joined the sales staff of 
Mitchell & Peirson, Inc., manufacturers 
of glazed kid, will cover the New York 
State territory for the company, ex- 
clusive of New York City. Mr. Fisher 
will make his headquarters at Rochester, 


Arrangements Made for 
Shoe Finders’ Show 


NEW ORLEANS, La.—A. V. Fingulin, 
managing secretary of the National 
Leather and Shoe Finders’ Association, 
was in New Orleans late in February 
to make arrangements for the associa- 
tion’s national convention, to be held 
here May 8-10. Headquarters will be 
at the Roosevelt Hotel. 

Mrs. Ira J. Lichterman of Memphis, 
who has charge of women’s entertain- 
ment during the convention, was also 
in New Orleans arranging details of 
this part of the program. Mr. Lichter- 
man is president of the Southern 
Leather Co. of Memphis. 
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TRI-TAN SCOUTS—IN STOCK 


THE SHOES YOU HAVE BEEN ASKING FOR 
AT A PRICE TO MEET THE VOLUME TRADE 


Now for the first time you can show a line of sturdy, rugged shoes, 
smart enough to please your boy customers—made over scientifi- 
cally proportioned lasts to give them all the freedom and comfort 
they require—at the price their mothers are willing to pay. 


IN-STOCK—for immediate delivery. Send for your 
copy of the TRI-TAN catalog. 


VIRGINIA SHOE COMPANY 


FREDERICKSBURG, VIRGINIA 
MANUFACTURERS 


44 White 
Eu. .o4-12. 8 
inn-3, 
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Biucher 


‘ 
$1.40; 
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At recent meetings of the Chil- 
dren’s Style Committee, the 
need has been voiced for a line 
of real boys’ shoes—masculine 
in appearance—yet with all the 
fitting qualities demanded by 
growing feet. 

TRI-TAN SCOUTS are de- 


signed to fill that need—at a 
price to meet the volume trade. 























Wisconsin aeilen Show 
Over-Par Gain 


Muwavukeet, Wis.—A more than 
average increase in production for De- 
cember over November was reported 
for 51 Wisconsin boot, shoe and slipper 
manufacturers, on the basis of national 
production figures, it was reported by 
the research bureau of the Milwaukee 
Association of Commerce. 

The Wisconsin firms increased their 
production 6.1 per cent, compared with 
an 8.0 per cent production gain for the 
United States. Wisconsin firms made 
1,309,569 pairs of boots, shoes and slip- 
pers, other than rubber, during Decem- 


ber, compared with 1,234,209 in No- 
r. 

In addition, Wisconsin manufactur- 
ers showed an increased production of 
39.8 per cent over the total for Decem- 
ber, 1937, which was 936,452 pairs. 
This, however, was below the 42.5 per 
cent increase shown by the country as 
a whole for the same periods. 


Open Shoes in Black Patent 
Leading in Seattle 


SEATTLE, WasH.—Open toe and heel 
shoes in black patent leather continued 
to hold their own during February, a 
canvass of Seattle shoe stores showed. 


Some dealers reported as high as 75 
and 80 per cent of their sales in style 
shoes were heel-less and toe-less. One 
merchant found, however, that his cus- 
tomers like open toes, but still prefer 
clesed heels. 

Japonica and blue were trailing sec- 
onds in colors; wooden-soled shoes, in 
styles; and elasticized gabardine, leath- 
er, and suede, in materials. 

One dealer found wine to be running 
ahead of Japonica; another found the 
two neck and neck. In some stores 
Parisian and Exposition Blue sold 
faster than navy; in others, the choice 
was reversed. 

Open heels and toes were expected 
te be even more popular when white 
shoes come in. The usefulness of 
wooden-soled shoes for gardening and 
sports was attributed by one dealer for 
the popularity of these shoes. Quoting 
one buyer: “My greatest difficulty with 
these shoes is getting enough of them.” 
Still vying with these shoes for honors 
in the sports and campus line, were 
saddle oxfords. 

Elasticized quilted patents were being 
shown in one store as well as shoes of 
quilted elasticized kid. 

Tear drop, circular, poker chip, and 
other novelty heels were in many stores, 
but noteworthy sales in them were not 
reported. 


Pickerell to Style 
Hildebrand Line 

Cuicaco, Itt. — Keith Pickerell has 
resigned from the Curtis-Stephens- 
Embry Shoe Co. to take over the styl- 
ing and building of the line of shoes 
for the Hildebrand: Shoe Co., of Grin- 
nell, Iowa. Mr. Pickerell reports he has 
added a number of new lasts and pat- 
terns to the lines and looks forward to 
a very successful Fall season. He will 
also call on the trade in the Middle 
West and the East. He is a member 
of the Chicago Shoe Travelers’ Asso- 
ciation. 


Two Dividends By 
U. S. Rubber 


New York—F. B. Davis, Jr., Chair- 
man and President of United States 
Rubber Company, has announced that 
at the regular monthly meeting of the 
Board of Directors held March 1, 1939, 
two dividends, each of 2 per cent, were 
declared on the outstanding 8 per cent 
non-cumulative first preferred stock of 
the company, 2 per cent payable March 
24, 1939, to stockholders of record 
March 10, 1939, and 2 per cent payable 
June 23, 1939, to stockholders of record 
June 9, 1939. The last previous divi- 
dend on this stock was 4 per cent, paid 
on December 23, 1938. 


Davis Named Shoe Manager 


Lrrtte Rock, Arx. — Abe Davis, 
formerly assistant manager of Allen’s 
Shoe Store, Memphis, Tenn., is now 
manager of the shoe department of the 
Sally Frock Shop, 506 Main Street, 
Little Rock. 
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Expect Record Attendance 
at Style Conference 


New York—Indications point to a record attendance 
at the coming N.S.R.A. Style Conference and the Off- 
cial Opening of American Leathers for Fall, to be held 
the same dates, March 27 and 28. The leather show 
will be under the auspices of the Tanners Council of 
America and both events are to be held, as usual, at 
the Waldorf-Astoria in New York. 

Following a conference which he had early this 
week with Merrill A. Watson, vice-president of the 
Tanners Council, L. E. Langston, N.S.R.A. vice-presi- 
dent, declared that the many expressions of interest in 
the coming Style Conference and Leather Opening indi- 
cate a large attendance on the part of all groups in 
the industry and particularly of retailers. He said the 
program for the Style Conference is being planned 
with a view to giving merchants the kind of informa- 
tion they need at this time. Details of the program 
will be announced in time for publication in next 
week’s issue of Boot anD SHOE RECORDER. 

The fact that the conference and leather show have 
been timed to coincide with the improvement in busi- 
ness sentiment which is being noted in so many quar- 
ters is another factor tending toward a record atten- 
dance, in the opinion of the association executives. 


Few Classes Organized for Salespeople 


[CONTINUED FROM PAGE 37] 


trade associations in the retail field, officials set out 
last year to organize classes to meet the needs of these 
general occupational levels in the distribution field: 
Managers and operators; sales managers, branch man- 
agers and local representatives; department heads, 
supervisors, etc.; purchasing agents and buyers; sales 
people, sales agents and buyers; store service workers 
contacting the public; delivery men or driver sales- 
men; and other miscellaneous workers contacting cus- 
tomers. Any person in a distributive occupation, in- 
volving contact with customers, was eligible to enroll 
in a part-time class if not less than 14 years of age, or 
in an evening class if not less than 16 years of age. 
Classes actually organized were set up to teach these 
subjects, among others: Retail selling; electric appli- 
ance selling; small store advertising and window trim- 
ming; marketing problems; credit sales; small store 
salesmanship; merchandising of mechanical goods; 
merchandising studies; bookkeeping for small stores. 
Although officials express the view that the initial 
interest in the program by small retailers is disappoint- 
ing, they hope acceptance during the current year will 
be greater. The whole program was slow in starting 
in view of a delay in getting the money cleared so that 
many sections were reluctant to go ahead with plans. 








WHEN YOU 


TO THE ALLIED SHOW 


@ The entire trade will be at the Belmont 
Plaza. It looks like every imporiant shoe man 
in the country is here during the Allied Shoe 
Products Exhibit. Advance reservations are 
advisable so you'll be sure of a room at head- 
quarters with the rest of the crowd. The 
Belmont Plaza has 800 attractively appointed 
rooms—each with radio, bath tub and shower 
and full-length mirror—from as little as $3.00. 








ENTIRE ALLIED EXHIBIT HERE 


March 26, 27, 28 








Plan to visit New York's most famous hotel Res- 
taurant—The Glass Hat—now offering the smartest 
and gayest entertainment in town. Dine and dance 
to a famous orchestra. Stop in for luncheon or 
cocktails. This promises to be the favorite spot 
for shoe men. Dinner from $1.25. Luncheon from 
65c. Cocktails at the popular circular bar from 25c. 
Never a cover charge. No minimum except Friday 
and Saturday evenings after 10. 


You'll enjoy the Pine Room. Have breakfast, junch- 
eon or dinner at New York's newest popular price 
hotel restaurant. Enjoy famous Belmont Plaza food 
in a unique Old-American atmosphere 


BELMONT PLAZA 


LEXINGTON AVENUE AT 49TH STREET, NEW YORK 
JOHN H. STEMBER, Manager 


NATIONAL HOTEL MANAGEMENT COMPANY, INC. 
RALPH HITZ, President 
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The patented Throat Opera 
IN-STOCK - ALL LEATHERS 
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Sizes 1-10. $2.40 


w.J. SAKS sxoe core. § 


152 Duane St. New York City § 
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Children's Footwear 
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Outstanding Mural in New 
Walk-Over Store 





This beautiful mural by Arthur Crisp, 
entitled “A Shoemaker’s Dream,” domi- 
nates the new Walk-Over Shoe Store at 
548 Fifth Avenue, New York, which was 
recently opened. This mural, nearly 13 
feet high, covers the back wall of the 
store and shows at its base a New Eng- 
land shoe craftsman standing before the 
empire of trade which his product has 
created. The Eiffel Tower, London’s 
Tower Bridge, the Taj Mahal, the Lean- 
ing Tower of Pisa and other famous 
foreign buildings emphasize the world- 
wide nature of the shoe industry, with 
the Capitol, Independence Hall and the 
Empire State Building, as well as large 
shoe factories, symbolizing America. 











Stephenson New Shoe Buyer 
for Nachman’s 


MoNTGOMERY, ALA.—J. L. Stephenson 
is new buyer of A. Nachman’s Shoe 
Department. He has years of experi- 
ence as a shoe stylist and an expert 
shoe fitter. David Grant will be asso- 
ciated with Mr. Stephenson in the shoe 
department. 





Good Response to High 
Priced Line 

DENVER, CoLo.—A remarkable re- 
sponse on Rhamgodies and Lizard Alli- 
gators at $12.75 and $14.75 is reported 
by Max Lackner, buyer for the shoe 
departments at the May Co. here. 

“It’s the first time since I’ve been 
here—and that’s around 20 years— 
that we’ve been able to sell style shoes 
at those prices,” says Mr. Lackner. 
“We bought the merchandise with the 
idea of selling a limited number of 
pairs to wealthy customers but instead 
of that we’re doing a volume on them. 
We’ve even been able to sell bags at 
$12.75 to match the shoes. 

“Certainly women are becoming more 
and more style conscious. But along 
with that there has to be buying power. 
It looks like better times to me.” 





B. R. Watts with Gingle Stores 


LittLe Rock, ARK.—Ben R. Watts, 
for about nine years with International 
Shoe Company, also with considerable 
retail shoe experience, recently became 
associated with H. J. Gingle stores in 
the capacity of supervisor. 

This group of stores now comprises 
five locations, including the one at 203 
W. Capitol, Little Rock, where Mr. 
Watts makes his headquarters. 
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MRS. DAY'S 


FLEXIBLE Wa/king 
SHOES 






for youngsters 


Back of these superlative little shoes is on 
organization of specialists who know a great 
deal about the skoe requirements of grow- 
ing feet. Lasts, patterns and construction 
have been developed with the cooperation 
and approval of leading medical men. Whee 
you sell these best-known little shoes you 
sell fit, comfort and satisfaction that build 
business. 


MRS. DAY'S 


IDEAL BABY SHOE CO. 
DANVERS, MASS. 








No. 
562 








What’s New 


Looks for Wide Toes 


With Short Skirts 


New York—Due to the advent of 
shorter skirts, the shoe industry is 
about to witness one of those interest- 
ing cycles in the style of lasts which 
recur from time to time with changes 
in the feminine silhouette, in the opin- 
ion of Arthur J. Chase, New York man- 
ager for the Vulcan Corporation, last 
and heel manufacturers, of Portsmouth, 
Ohio, whose style office and model room 
is at 19 West 34th Street. 

Mr. Chase looks for marked return to 
favor of the wide toe last in women’s 
shoes once known as the balloon, which 
he describes as “a natural” for wear 
with the short skirts forecast for the 
coming season. To meet this antici- 
pated demand his company has devel- 
oped a new last called the “Blimp,” 
which Vulcan representatives are show- 
ing in all heights of heels and which 
have been skillfully designed to comple- 
ment the shorter skirts. While espe- 
cially adaptable to sport or spectator 
effects, Mr. Chase is convinced that this 
last is also sure of acceptance for 
higher heel dress shoes. This last has 
a tendency to give the foot a shorter 
look, and it accentuates the toe spring 
and rocker features. Comfort is assured 
by the exceptionally wide toe and the 
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designing of the shank and hee! seat. 
Trials on this last are now in the works 
in different parts of the country. 

While believing that open toe shoes 
will continue to sell in volume through 
the Summer and to some extent into 
the Fall season, Mr. Chase looks for 
some falling off in the demand for open 
toes with the approach of the next cold 
weather season. He feels that the wide 
toe, or “balloon last,” may well prove 
to be its successor in popular favor. 


Develop New Types 
Of Shoe Forms 


AusurNn, N. Y.—Shoe Form Company 
has developed two new types of shoe 
forms. One, a square-back form, is de- 
signed for displaying open-back shoes 
so much in the 1939 style picture. The 
round-heel form, designed especially for 
displaying shoes with counters, is neces- 
sarily shorter than the shoe itself, and 
consequently does not do justice to the 
open-back styles. Hence the need for 
the square back form which permits the 
shoe to be shown with the form resting 
on the heel as the foot does in the shoe. 

The two-toe shoe form is designed 
especially for the purpose of displaying 
open-toe styles. The two toe: show 
through the opening in the shoe, while 
the rest of the forepart of the form is 
smoothed off to prevent any bulging. 
This forming does the visualizing job 
for the customer, showing the proper 
relation of the various parts of the shoe, 
and how the toe opening appears over 
the foot. Forming also emphasizes the 
decorative quality of perforations, 
straps, etc., showing how the shoe will 
appear when worn. 

Both of these forms are built of light 
weight Fairylight plastic. 





Schleisner Co. Takes Over 
Shoe Department 


The Schleisner Company, Baltimore, 
has taken over its shoe department 
and will continue to operate it. Since 
September of 1931, this department has 
been a leased concession. It occupies 
1200 square feet on the first floor and 
seats forty. Recently, the Schleisner 
department has been operated by the 
Standish Shoe Company and Jerome P. 
West has been the acting manager. Mr. 
West acted in a similar capacity for 
the Standish Shoe Company in Rich- 
mond and Cleveland, prior to his com- 
ing to Baltimore. He will be retained 
as the buyer-manager for the Schleis- 
ner department. 

The department will continue to carry 
the same line but that the demand for 
special types of footwear would also 
be met. The new price range will be 
from $5.95 to $10.50 and all shoes will 
be Schleisner branded, with the excep- 
tion of the original line which will be 
continued. The Schleisner Company 
has made decided strides forward in 
recent years and their shoe department 
will now reflect their aggressive policy. 


and Holds Its Shape 
WILL NOT SLIP, GAP 
OR BULGE 





Tailored for “Sculptured-to-the-Foot" fitting, they reflect fine custom-like workman- 
ship. They are extremely flexible and have many exclusive features which provide 
incomparable smoothness. DREW “ARCH REST” and "FOOT FRIEND” Shoes are 
the most profitable lines for retailers. No drastic mark-downs necessary. Most styles 
priced at $3.90, to be retailed from $6.95 to $7.95. 


Mr. Retailer — You Need That Extra Margin of Profit to Make Money: 


No. 6263 
Patent 
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ARCH = 
roy PRESTCG 


PORTSMOUTH 


THE IRVING DREW 


Wolock & Bauer to Open 
New Loop Store 


Cuicaco, Int. — Wolock & Bauer 
will have an additional loop location 
with the completion of a new two-story 
building to be built on the site of the 
present Capitol Building, directly across 
the street from Marshall Field and 
Company. The firm has already leased 
space in the building, which will be one 
of the most modern in the downtown 
area. 





Canadian Shoe Exports Gain 


MONTREAL, CANADA — The Dominion 
Bureau of Statistics reports Canadian- 
made leather footwear was exported to 
the value of $62,760 in January against 


onen 52°) 7 Bere), | 
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$62,130 in previous month and $37,658 
in corresponding month last year. 

New Zealand was the leading pur- 
chaser with a total of $26,881, with the 
United Kingdom in second place with 
$21,236, Jamaica was fourth at $8,148 
followed by the U. S., Trinidad, Tobago 
and British South Africa. 

Canada imported leather footwear to 
the value of $96,166 in January com- 
pared with $100,577 in December and 
$64,081 in January, 1938. The U. S. 
supplied to the value of $72,000 and the 
United Kingdom $19,200. 

Boots and shoes entered by tourists 
under the $100 exemption privilege 
were worth $30,452 compared with 
$42,515 in December and $23,969 in 
January, 1938. These were brought in 
chiefly from the United States. 








TO 
BUY 


Inner Soles and Counters 








EDGAR S. KIEFER TANNING CO. 
223 W. Lake St, Chicage * Tenneries: Grand Rapids, Mich. 


Dancing Shoes and Taps 


PLEXIGLE TAP DANCING SHOES 
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Four-Color Ad Campaign 
Features Men’s Shoes 


St. Louis—A very comprehensive ad- 
vertising campaign on men’s shoes is 
inaugurated in the March issue of 
Esquire, with a full-page 4-color adver- 
tisement of Roblee shoes for men. This 
new line was introduced to salesmen 
last November by the United Men’s Di- 
vision of Brown Shoe Company of St. 
Louis. 

Other magazines in the full-page 4- 
color schedule are Saturday Evening 
Post and Life. The second Roblee ad 
appeared in the Post in the issue reach- 
ing the stands on March 8. The first 
Life ad will appear later in the month 
of March. A total of 17 full-color pages 
in the three magazines make up the 
current schedule. 

First copy will stress the new name 
in the shoe field—Roblee. Later ads 
will feature the ensemble idea, showing 
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proper shoes for various clothing en- 
sembles. The Brown Shoe Company, 
working in conjunction with the Leo 
Burnett Company, Inc. of Chicago, has 
conceived a new idea in shoe advertis- 
ing which wili be revealed in the Roblee 
as well as Air-Step campaigns for the 
current year. 


William Goldstein Joins 
Ferralli-Hollywood 


HoLLywoop, CALIF.—William Gold- 
stein, former manufacturer of fine 
bench shoes in New York City, has 
joined the Ferralli-Hollywood organiza- 
tion. He will cover the territory from 
St. Louis east, paying particular atten- 
tion to the large city trade. In addi- 
tion to selling, he will look after the 
lasts, patterns and materials from his 
New York office and the balance of the 
time will be spent in the production of 
shoes in cooperation with William Fer- 
ralli in the local plant. 


H. J. Hopkins New Franklin 


Simon Buyer 


New YorkK—Harold J. Hopkins, 
formerly of Halle Bros. Company, of 
Cleveland, Ohio, has been named 
women’s shoe buyer at Franklin Simon 
& Co., Fifth Avenue department store, 
here, to take the position left vacant 
by the resignation of Joseph Minco. 








( 
SMART COMFORT 


Bass Rangeley Moccasins “click” in- 
stantly with the comfort-wise, style con- 
scious outdoor women of America. You 
will quickly verify this if you stock sales 
leader No. 830-W, in smart smoked Elk, 
with resilient but tough gristle soles, 
Special Tennis Heels, Radcliffe Last, 
and all the comfort of true moccasin 
construction. 

Consult your 1939 Bass catalog [if 
you've misplaced it we'll send you an- 
other) for full details and prices. 
6. H. BASS & CO., Dept. BS-14, 
Wilton, Maine. 


Rangeley Moccasins 





Frederick & Nelson Open New Department 


Open-face display niches are ad 
being fitted cannot overlook these s, 
dinated 


SEATTLE, WasH.—Frederick & Nei- 
son, Seattle’s largest department store, 
has recently opened a new shoe depart- 
ment in their store which will feature 
a $6.95 to $8.95 price line. The store 
did not stock shoes in this price range 
heretofore in their seven shoe sections, 
and this new department, bringing the 
total shoe sections to eight, completes 
a full price range in this store. 


ly placed so that customers 
ighted displays of shoes and coor- 


The new and modern department, 
called the Frenelle Deb Shop (a com- 
bination of the two names of the store), 
is small. A third of the 15-feet of 
width is used for storing the 2000 pairs 
of high-style novelty shoes carried in 
immediate stock. The remaining 650 
square feet of space provides for 18 
seats and two fairly large display cases, 
one at each end of the section. 
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Fitting chairs all face the paneled 
wall, except for two seats at the ends, 
and alternate between turquois blue 
and rust. Frieze-covered, upholstered 
chair and love-seat groups complete the 
seating arrangement. 

Inserted in the paneling facing the 
fitting chairs are four shadow boxes 
for displaying shoes with matching ac- 
cessories. Between the two middle sha- 
dow boxes is a full-length fitting mir- 
ror. Solid walnut was used for all 
furniture and paneling. 

E. M. Gannon, who has for the past 
two years been manager of the store’s 
first-floor shoe shop, is also manager 
of the new section. Ray Stanford will 
assist him. 


Armstrong Manager of New 
Shoe Department 


Fonp pu Lac, Wis. — Filiatrault’s, 
Inc., dress shop at 59 South Main St., 
has opened a ladies’ shoe department 
under the management of Thomas 
Armstrong. The new department, fur- 
nished with mirrors, chrome-handled 
red leather chairs and red carpeting, 
carries a complete line of women’s 
sports and dress footwear. 


Retailers Look for Good 
Easter Business 


HAarrissurG, Pa. — Indications for 
Spring and Easter business are very 
favorable. Open-toe styles in black 
patent leather are reported as moving 
best, and shoe merchants here, believe 
that Japonica and blue will be leaders 
in the Spring business. 

“Japonica is starting to sell good,” 
Joseph Smith, president of Smith 
Brothers Shoe Store, said. “Japonica 
and blue are going to lead the Easter 
parade. Indications point to a good 
Easter season this year.” 

Byron E. Crego, proprietor of the 
Crego Shoe Store, reported that the 
lighter tans and hand-stained shoes in 
the men’s lines are moving best, while 
black patent leather and Japonica in 
the open-heel and open-toe styles are 
leading the women’s lines. 

“Business is definitely ahead,” Mr. 
Crego, who added the women’s depart- 
ment within the last year, stated. “Out- 
look for a brisk Spring and Easter 
business is good.” 

“Business for the first two months of 
1939 is about even with that for the 
corresponding period of last year,” said 
E. V. Gens, manager of the Hanover 
Shoe Store. 

“The outlook for Spring is very 
good,” he said. “We are stocking 32 
styles for Spring, probably the greatest 
number of styles the store has ever 
carried for one season.” 

Ernest F. Barbush, who operates the 
shoe salon of the Jeanette Shop, re- 
ported his. customers are going “very 
strong for patent leather with Japonica 
and blue next in popularity. 

“Despite the fact we have been opened 
only since June business has been bet- 





SHOES FIT 
TO A ee 9 


It gets the right size the first time— 
quick as a flash! Salesmen who use 
it make fewer trips to stock—-sell 
faster—have more time to serve more 
customers. 

The speed and accuracy of this scien- 
tific new measure create the cus- 
tomer’s important first impression that 
your salesman knows how to fit shoes 
well. Well fitted shoes contribute to 
customers’ health and comfort and win 
their loyal patronage. 





The only foot measure made and sold by the inventor of the Heel-to-Ball Fitting System. 
Send your order or write for more details. $8.50 each; two for $15. 








5 star features of the T-SQUARE 
FOOT MEASURE: 


% T-square construction for precision. 


% Measures length from heel to bell 
and from heel to toe. 


% The spring tape measures depth at 
the ball of the foot and eutomati- 
cally gives the correct width. 


% Does double duty—it can measure 
both feet at the same time. 


*% Easier to use. The “T” Square 
foes around the foot, not under it 





CHARLES HENRY BROWN € SON, INC. 4) wesrsa.. st. new vorx city 





ter than expected, definite proof that 
people want good shoes,” Mr. Barbush 
continued. 

“Patent leather is leading sales,” 
V. L. Morris, manager of the Walk- 
Over Shoe Store, said. “The open-toe 
lines are also proving popular.” 

“Business has been very good so 
far,” Ben W. Bennett, manager of 
Doutrich’s shoe department, said. “We 
look for a swell Spring and Easter busi- 
ness.” 


Baker Store Opened in Dallas 


DaLLas, TEXx.—Baker’s Shoe Store, 
1614 Elm Street, Dallas, formally 
opened its new home recently. The 
store occupies double the amount of 
floor space of its former location at 
1608 Elm, and will employ twice as 
many people. 

The exterior of the building is faced 
with Vermont marble and has long, 
deep show windows. The interior is of 
satinwood with cherry trim and mirror 
panels. Chairs are of chromium and 
upholstered in leather. An especially 
deep pile rug covers from wall to wall. 

The store has been air - conditioned 
for Summer and Winter and a modern 
system of indirect lighting has been in- 
stalled. 

In addition to shoes, the store carries 
a large line of bags and has an ex- 
tensive hosiery department. 

Forty-one salesmen and thirteen 


saleswomen were required to handle 
the crowd that responded to the full 
page advertisements announcing the 
opening of the new store. 

In addition to housing the new retail 
establishment under the managership 
of Martin Schwartz, the general offices 
for the ten stores comprising this dis- 
trict will be in the building, Roy Hay- 
del, district manager, announced. 


Men’s Shop Reopened 
in Buffalo 


BurraLo, N. Y.—F. B. Wilkie, Inc., 
reopened at 1442 Hertel Avenue, here, 
recently, with a complete new stock of 
smart men’s shoes and other haber- 
dashery for men. A beautiful new show 
window has been installed in which the 
color scheme is worked out by the use 
of rare woods—principally prima vera 
and zebra wood. The interior also has 
undergone extensive alteration so that 
the new store presents a complete new 
appearance. 


Opens Family Shoe Store 


MARSHFIELD, Wis.—F. M. Follendorf 
has opened the Family Shoe Store here 
at 312 S. Central St., with a complete 
line of footwear for the family. Mr. 
Follendorf, who has had many years of 
experience in mercantile lines in Cen- 
tral Wisconsin, has made his home in 
Marshfield for many years. 
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Hildreth Opens Corrective 
Shop 


Worcester, Mass.—Health Footwear, 
Inc., managed by Charles Hildreth and 
formerly known as the Hildreth Wilbur 
Coon Shoe Shop, has opened a com- 
pletely modernized shoe fitting salon at 
45 Pleasant Street. J. F. McGoldrick 
is the assistant manager. 

Specializing in corrective footwear 
fitted according to doctor’s prescrip- 
tions, Health Footwear, Inc., carries a 
distinctive line of shoes for club feet, 
infantile cases and invalids, in addition 
to a style line. 


To Reopen Burns Store 


Macon, Ga.—S. & J. Semowitz, well- 
known Augusta, Ga., shoe retailers, 
have purchased the stock of the bank- 
rupt Burns Shoe Company here, and 
will re-open and operate the shop, lo- 
cated at the corner of Third and Cherry 
Streets, under its old name. The com- 
pany has signed a twelve months’ lease 
on the location and will add to and 
— the shop’s stock of merchan- 

ise. 
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Novel Display of Men’s Woven Shoes 


St. Louis, Mo.—In the middle of February amid snow flurries, W. B. Jackson, 
manager and buyer of Famous-Barr’s men’s shoe department, staged an advance 
season promotion of men’s hand woven shoes which he named “Rancheros.” In 
dramatizing the origin of this type of shoe, the window trim centered attention 
upon an audibly snoring Mexican sitting on the ground, leaning against the wall 
of his house. As one paused at the window they became suddenly aware that his 
snores could be heard. A special recording of twenty different styles of snoring 
had been made and hooked up to a loud speaker. The display proved quite a 
sensation, for with each breadth the man’s moustache would rise and fall. 





Brown United Men’s Div. 
Shows 132% Gain 


Sr. Louts—W. H. Ogden, sales man- 
ager of the United Men’s and Boys’ 
Specialty Division of Brown Shoe Com- 
pany, reports a gain in sales of 132 per 
cent covering the first three months of 
operation under the company’s new sell- 
ing and distribution set-up. This com- 
pares with the combined sales of men’s 
and boys’ shoes by the Brown, Central 
and United branches for the same three 
months’ period a year ago. 


Shoe Designer Opens 
New Offices 


New YorK—Fred Ullman, well known 
shoe designer of this city, has opened 
new and more spacious offices in the 
Marbridge Building, 47 West 34th 
Street, here. 

The new offices and showrooms are 
decorated in a color scheme of black 
and white in modern design. Modern 
furnishings and fixtures make it pos- 
sible for his latest creations to be 
shown to their best advantage in a 
comfortable atmosphere for the cus- 
tomer. 


Allen Manages New 
Boston Store 


Boston, Mass.—Frank Allen, well 
known in Boston retail shoe circles, is 


manager of a new store just opened on 
Tremont Street near Winter. The store 
specializes in cancellation merchandise 
and frankly advertises the fact on a 
decorative plaque attached to the wall 
of the display window. This reads: 
“Elfred’s—Cancellations of nationally- 
advertised, famous-make, hand-crafted 
shoes for women.” Prices for season- 
ally stylish footwear range from $3.90 
to $7.90. Orthopedic shoes are included 
and eventually will be given a depart- 
ment by themselves in the basement of 
the store. The current window trim 
includes glass bowls inverted from the 
ceiling in which the shoes are posed on 
parallel glass rods. Elfred’s store is 
under the same ownership as Antell’s 
at 169 Tremont Street. 


Fire Destroys Thureen Store 


Viroqua, Wis.— Fire on March 2 
gutted the Thureen Shoe Store here, 
operated by Oscar Thureen. Practically 
the entire stock was burned or damaged 
by water. The loss was partially cov- 
ered by insurance. Mr. Thureen plans 
on opening his business in another 
location. 


Michaels to Move to New Store 


BuFFALo, N. Y.— Michaels Boot 
Shoppe at 1396 Hertel Avenue, soon 
will move into a fine new store, a few 
doors from its old location. This store 
caters to the high-class community 
trade. 
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Vy Rope in sales on your fitting ability. With the 
Poll- Parrot range you're able to fit every normal 
growing foot correctly. Boys’ lasts... girls’ lasts Poll 
.-- Staple lasts... novelty lasts... the Poll-Parrot 
line is complete. Investigate this big selling point 
and fitting aid for your store. Poll-Parrots speed 
up sales... their complete lasts speed up fitting. 


Wire or write for representative. 


ROBERTS, JOHNSON & RAND 


Branch of international Shoe Co. ST. LOUIS, MO. 


_? 








Obituaries 
Andrew G. Schill 


Fort Dopce, Iowa — Andrew G. 
Schill, this town’s oldest retailer, both 
in age and years in business, passed 
away recently at the age of 79. 

For 53 years, Mr. Schill was owner 
and operator of Schill’s, retail shoe 
store here. Previous to opening his 
own business, Mr. Schill was associated 
with D. M. Crosby, pioneer shoe mer- 
chant of Fort Dodge, for three years 
making a grand total of 56 years in the 
shoe business in this town. He had a 
wide acquaintance among the trade 
and had many friends among the travel- 
ing shoe men. 

Mr. Schill is survived by his widow 
and two sons, Harold G. Schill, who has 
been associated with him in the shoe 
business, and Emerson H. Schill, of 
Sioux City. 


Frank F. Fritz 


SHORTSVILLE, N. Y. — Funeral ser- 
vices were held recently for Frank F. 
Fritz, 68, former Rochester shoe manu- 
facturer, who died at his home at Oak 
Park, III. 


Born in Rochester, Mr. Fritz started 
in the shoe business with Hough and 
Ford, now C. P. Ford and Co., Inc. He 
formed the Fritz Bros. Shoe Co. in 1895 
with a brother, William. 

He later joined the Pierce Shoe Co. 
in Cleveland, Ohio, and later became 
associated with companies in Lynch- 
burg, Va., and Chicago. 


John Raub 


YOUNGSTOWN, OHI0O—John Raub, 82, 
who with his father had one of the 
first shoe stores in Youngstown, died 
recently after a long illness. He was 
in the shoe business more than 50 
years. His father, Vincent Raub, open- 
ed a store on East Federal St., in 
Youngstown, and John went into busi- 
ness as a very young man, remaining 
in the store for 30 years. He later 
traveled for a shoe manufacturing con- 
cern for many years, retiring in 1934. 
His widow, four daughters, and a son 
survive. 


Henry J. Michael, Jr. 


LOUISVILLE, Ky.—Identified with the 
retail shoe business here for thirty- 
seven years, Henry J. Michael, Jr., 51, 
of 432 Oxford Pl., died recently at St. 











Anthony’s Hospital. He had been in 
failing health since undergoing an 
operation in October. 

A partner with his father, Henry J., 
Sr., in the Michael Shoe Co., 336 W. 
Market St., since 1919, he started to 
work for the company at the age of 14. 
He was a member of the Retail Mer- 
chants Association, Market St. Mer- 
chants Association, Knights of Colum- 
bus and the Pastime Boat Club. 

Surviving him are his widow, a 
brother, and three sisters. 





Shaad Retires from Business 


DetroITt, MicH.—John Shaad, who 
has operated a shoe store at Decatur, 
Mich., for sixty years, has closed his 
store and is retiring from active busi- 
ness. In disposing of his business, Mr. 
Shaad decided to give some 500 pairs 
of shoes remaining in stock to the 
Salvation Army for disposition to the 
needy. 


Townsend Opens Health Shop 


DALLas, Texas—W. L. Townsend, 
formerly with A. Harris Company's 
shoe department, has opened the Foot 
Health Shop at 1707 Elm Street, Dallas, 
where he will feature Conformal shoes. 
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WHEN YOU 
STEP OFF THE 
TRAIN IN 


NEW YORK 


HOTEL 
MCALPIN 


The Hotel McAlpin is only a 
block away from the Penn- 
sylvania R. R. Station and 
only seven minutes from the 
Grand Central Terminal. 
B. & O. Motor Coaches stop 
at our door. 


Decidedly, the Hotel McAlpin 
is “A Great Hotel” in the 
center of convenience. 


LARGE ROOMS, NEWLY 
FURNISHED & DECORATED 
SINGLE from $3. DOUBLE $4.50 
TWO POPULAR PRICED 
RESTAURANTS 


BROADWAY AT 34th ST., NEW YORK 
Under KNOTT Management 
John J. Woelfie, Manager 
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Big Banquet to Boost 
New England Shoes 


Boston, Mass.—A banquet celebrat- 
ing the 70th anniversary of the New 
England Shoe and Leather Association 
will be held on Thursday evening, 
March 23, at the Copley-Plaza Hotel, 
Boston, according to an announcement 
by Robert Goldstein, chairman of the 
banquet committee. 

Plans completed by this committee 
call for the largest and most important 
trade gathering held in the New Eng- 
land shoe and leather industry in many 
years. The governors of Massachusetts, 
New Hampshire and Maine, with the 
Mayor of Boston, have been invited as 
guest speakers. Charles E. Spencer, 
Jr., president of the First National 
Bank of Boston; Charles F. Weed, pres- 
ident of the New England Council, and 
Francis B. Masterson, president of the 
Boston Boot and Shoe Club, will also 
speak at this meeting. In addition, the 
association will have as its guests the 
Mayors of New England’s shoe centers. 
This meeting will thus bring together 
for the first time the leaders of New 
England’s civic, banking and industria 
field. : 

Entertainment during the dinner- 
hour will be provided by the United 
Shoe Machinery Corporation Orchestra 
under the supervision of Joseph C. 
Stout, director; vocal selections by the 
Shoe Industry’s Own Octette, Tom 
O’Bryne, leader. ; 

The keynote of this meeting will be 
“Boost New England Shoes.” 

All members of the New England 
trade are invited to join the members 
of the New England Shoe and Leather 
Association in this banquet. Guest 
tickets are priced at $3 (the cost of the 
dinner) and may be procured by writ- 
ing to Maxwell Field, secretary, New 
England Shoe and Leather Association, 
210 Lincoln Street, Boston, Mass. 
Tables seating 10 each are available 


for reservation. All reservations will 
be filled in order of receipt. 


R. E. Frederick Resigns 
From Eastern Footwear Corp. 


DOLGEVILLE, N. Y.—Robert E. Fred- 
erick has resigned as secretary and 
treasurer of the Eastern Footwear 
Corporation, Dolgeville, N. Y. Mr. 
Frederick had been with the company 
since its organization seven years ago 
and in addition to his executive duties, 
had a part in the styling and sales 
branches of the business. Several of the 
original sandal types brought out by 
this company and originally sold as 
beach sandals were later adopted in the 
shoe trade as street types. Mr. Fred- 
erick plans to re-enter the same line of 
business. 


Dickinson Tells of 
Foot Troubles 


DALLAS, Tex. — Rex Dickinson, rep- 
resentative of the Selby Shoe Co., spent 
several days at Volk’s, here, recently. 
Mr. Dickinson, who is contact man for 
the company throughout America, 
travels about 35,000 miles a year in 
calling on companies handling Selby 
shoes. He spends his time in training 
sales clerks, lecturing to foot special- 
ists and to civic groups. While at 
Volk’s, he was available to the public 
as a consultant in foot troubles. 


Expands Business 


RACINE, Wis.— Rudy Mullen, oper- 
ator of shoe stores in Kenosha and She- 
boygan, has opened a new store at 304 
Sixth St. in this city. Carrying a com- 
plete line of footwear for the family, 
Mullen’s has an interior color scheme 
of ivory and maroon. Wayne Schatz 
is manager of the new store assisted by 
Henry Finger, Rheul Johnson, Otto H. 
Ziers and Don White. 





Department Remodeled in Modern Manner 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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SALESMEN WANTED 
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HELP WANTED 


SUPERINTENDENT wanted for la: $.59 
Sandal factory to be opened in ber Tew 
Liberal remuneration, but must have record of 


$154, care & 
, 239 West 39th Street, New York, 





SHOE | * wanted by man for State of 
best reference, 315, Swains- 


boro, rgia. 





Who wants more business 
from New York City? 


To a factory who wants more business in 
New York and its environs I can offer 
experience, contacts, and the finest follow- 
ing with all types of stores. I want to 
represent a line that can be successful, 
refer to have a line that is partly estab- 
ished. I do not want a line that holds 
out house accounts. Commission payment 
is satisfactory. If you want top grade 
representation, write to 





£153, care of BOOT AND SHOE RECORDER, 
239 West 39th St., New York City 











FOR SALE 





MANAGER WANTED 
“For family shoe store in city of 20,000, 
two hours from Boston. Must be j na 
Sm and able to —-! reasonable 
cash bond. Young ma preferred. 
Good references required. Excellent oppor- 
tunity for right man. 


7 tuD shor RECORDER 
ase Wan Sith Buece New York, mY 








STORE MANAGER 
For high grade, exclusive men’s shoe 
store in icago. Fine opportunity. 
State full qualifications in first letter 
for interview. 


oe. “ pw) AND SHOE RECORDER, 
State St., Chieago, Ill. 














WANTED TO PURCHASE 








West 39th Street, New York, N. Y 





STABLISHED Foot Comfort Shop, featur- 
ing Dr. Scholl’s arch supports and remedies, 
modern shop, good location, low overhead, doin 
good volume. Wonderful opportunity. $1 oe 
cash. Texas Foot Comfort Shop, 108 
Fifth Street, Fort Worth, Texas. 





FOR RENT 


For RENT—Choice location in Galesburg, Ill. 
Population thirty thousand. Beautiful new 
modernistic shoe windows. Interior just re 
decorated. Nice large room. Seueat reasonable. 
Write Karl A. Kreeb, Pekin, Til. 








FOR LEASE 


LAM shoe Gpoeremens to lease in our store 
in Abilene. as been doing a volume. Will 
lease to panty “operator on tage basis, 
no guarantee. Write or wire Exclusive Dress 
Shoppe, Beaumont Texas. 








POSITION WANTED 


ee: s - Priced ‘ro’ Shoe 

Coan cut, seeks new con- 
nection as Manager or Salesman, excellent ref- 
erences. Will go anywhere. Address $148, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 
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CAMAmSs Shoe Man, age 28, experienced in 

i phases store or ‘department management. 
aK in arch supports and orthopedic types 
of shoes. Now employed as manager of de- 
partment in college town. Address $149, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N 





SAL -ESMAN, capable manager and_ stylist. 
Merchandising and promotion, available er 
reasonable notice. Ten years’ experience in 
popular priced and better grade shoes. An 
expert shoe fitter. Married, good personality, 
reliable and Protestant. Age 28. Preferably 
Middle West. Address $147, care Boot & Shoe 
Recorder, 1627 Locust St., St. Louis, Mo. 





PRODUCING SALESMAN 


experienced in sales management, merchan- 
dising and in-stock control wants a reputable 
line. Young, hard worker, fifteen years’ ex- 
perience selling the volume trade. 


Address No. 133, BOOT AND SHOE RECORDER 





140 Federal St., Boston 











BUSINESS OPPORTUNITY 





PROFIT and opportunity 


) unlimited 
unique method 
. Instructions 
very reasonable. Write—M. E. Watson, Belle 


fontaine, Ohio. 





PATENT ATTORNEY 
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IBVtIN RUBIN 
“The House of Jobe” 
88 Reade St.. Cor. Church 
Phone Barclay 17-7887 New York City 




















CLASSIFIED ADVERTISING RATES 
nd Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For at cher Gaediled Gieediemmens tho ate fo 7 cum per wad. Micknam 
a box number is desired twelve words should be added for the address. In all 


advertisements is $5.00 an inch with a maximum of 46 words. 
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POSITION WANTED © 


POSITION WANTED 

















UNUSUAL SALES PRODUCER AVAILABLE 


With an unusual background of manufacturing, management and selling this man 
has achieved success thru originating new styles, thru merchandising un- 
usual footwear to the finest trade in the country, thru complete knowledge of 
markets and large personal following and thru the acuteness that comes from 
contact and acquaintance with the sources of new things in footwear. He would 
like to be responsible for sales of a reputable factory, he can design, manage sales 
and sell. He knows how to get results economically and sanely. His broad ex- 
perience assures complete understanding and fuli cooperation. 
Address $152, Care BOOT & SHOE RECORDER 
239 West 39th Street, New York, N. Y. 











WANTED TO PURCHASE 











SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, WN. Y. 


Telephone WORTH 2-5160-518! 








Buyers of Surplus Stocks 
trom menatesturers, Jesters or retains, 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5877 and 6578 














Committee Plans for 
Boston Shoe Fair 


[CONTINUED FROM PAGE 30] 


William E. Doyle, Doyle Shoe Co., 
Brockton, Mass.; Arthur L. Evans, 
L. B. Evans’ Son Co., Wakefield, Mass. ; 
Robert Goldstein, John E. Lucey Shoe 
Co., Middleboro, Mass.; Albert E. Gor- 
don, Dainty Maid Shoe Co., Haverhill, 
Mass.; C. Henry Jacobs, A. Jacobs & 
Sons Co., Lynn, Mass.; A. L. Kleven, 
Kleven Shoe Co., Spencer, Mass.; Paul 
O. MacBride, Milford Shoe Co., Mil- 
ford, Mass.; H. O. Rondeau, H. O. 
Rondeau Shoe Co., Farmington, N. H.; 
Henry B. Rosenthal, Rosenthal & 
Doucette, Inc., Beverly, Mass.; Myer 
Saxe, Kesslen Shoe Co., Kennebunk, 
Me.; Frank S. Shapiro, National Shoe 
Corporation, Marlboro, Mass.; J. A. 
Slosberg, Green Shoe Manufacturing 
Co., Boston; William Scholnick, Schol- 
nick Shoe Co., Boston; Ben Stone, 
Stone-Tarlow Co., Inc., Brockton, 
Mass.; E. H. Sulkis, Sulkis Shoe Co., 
Marlboro, Mass.; James E. Wall, Wall- 
Streeter Shoe Co.; North Adams, 
Mass.; Paul C. Wolfer, W. L. Douglas 
Shoe Co., Brockton, Mass., and Max- 
well Field, Boston Shoe Fair manager. 


Sells Business 


CHIPPEWA FALis, Wis.— Andrew 
Jacobson has sold his shoe store here 
to the K. and S. Bootery, operators of 
which are A. L. Bates, A. E. Sullivan 
and F. A. Kent. Mr. Jacobson was en- 
gaged in the retail shoe business here 
for many years. 


Color Co-ordination Flash 


“Stop Red” is the newest excitement 
in cosmetics and accessories. It is be- 
ing used as a smart accent with such 
combinations as navy and white and 
black and white. We feature the idea 
in our “Major” accessory suggestions 
for the navy and white print ensemble 
in the Color Coordination Chart of this 
issue. 

“Navy Green” (sponsored by Moly- 
neux) has crossed the Atlantic and bids 
fair to take the place of navy blue for 
very high style. We suggest a multi- 
color print combining navy green with 
brighter tones and worn under a navy 
green coat. 


Expect Open Types 
to Sell Well 


Fort WortH, Tex.—Open heels in 
women’s shoes are to be a leading sales 
factor this Spring in Fort Worth, in 
the opinions of several Fort Worth 
shoe men. Quite a few open heels in 
Fall and Winter shoes were sold here, 
and the demand for the new trend is 
expected to reach a new high here this 
Spring and Summer. However, local 
shoe men are not buying the open heel 
type to the exclusion of the closed heel, 
as there are still many women who 
won’t wear this type. M. A. (Gus) 
Daniels, head of the Walk-Over Shoe 
Stores in this section, who has his 
headquarters at the W. C. Stripling 
Department Store, says this store will 
buy about 40 per cent of the open hee! 
types in pumps, straps, and the high- 
heeled oxfords. 

W. A. Harris, manager, Washer 
Bros. shoe department, also believes 
the open or strapped heel will be very 
popular, and he is buying accordingly 
in black and blue patents and in other 
leathers. 

L. L. Schmitt, acting manager of 
Paul’s Shoe Store at 606 Houston 
Street, says this store will have a high 
percentage of business on the open 
back type, judging from present sales. 
He likes this type because the heel 
strap can be adjusted for perfect fit. 
Paul’s already is doing good business 
on black patents, in all styles, and in 
rough leathers. The new Japonica is 
also popular in pumps and high-heeled 
oxfords. 

Also at Striplings Japonica is sell- 
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vhoe Re - Shaping Devices 


a Alter Shoes to Fit 
7 Abnormal Feet 


DUNDE SHOE RE-SHAPING DEVICES, INC 





No Mis-Mates with Mate Marks 
2450 2450 2450 


7 \ 4a. ~ PII AN 
Gus V. Wells—686 45th—Des Moines, la. 
Send Free Samples and Prices 


ing well, according to Mr. Daniels, but 
not as well as black patent. He believes 
black patent will lead again this year 
to be followed by blue patent and the 
Japonica shade in the rough leathers. 
Elasticized shoes, so popular here this 
Winter in suedes, are not being shown 
so much for Spring. Mr. Daniels is 
buying heavily on open toed shoes for 
Spring and Summer, much more so 
than on open heels, believing that open 
toes this Summer will be almost uni- 
versal. Very few platforms are being 
shown here for Spring, as only a few 
were sold this Fall and Winter. Pumps 
are leading at all stores, both in the 
opera type and in the built-up style. 
Usually several local shoe stores 
bring out their white shoes in early 
January, but so far this year no white 
shoes have appeared in local stores or 
in window displays. He believes blonde, 
which was popular several years ago, 
might make a comeback this year and 
take some of the play from whites. 


Plan Increased Production 


ROCHESTER, N. H.—Preparations are 
being made at the Maybury Shoe Co. 
plant at present employing 612 oper- 
atives, to step up the daily production 
to 7000 pairs of shoes or better, accord- 
ing to Nathan Snider, head of the con- 
cern, which manufactures women’s 
shoes. When the new production peak 
is reached it is expected that 150 more 
jobs will be open at the plant. 

Additional machines have been in- 
stalled for greater output. 





